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IS 
THE “CHIEF OPERATOR” 
TITLE OBSOLETE ? 


By D. A. Perigo 
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For fifty years of progress, we gratefully acknowledge the role played 
by our customers in our growth and development. Their sustained 
support and approval have given us a vote of confidence year after 
year, which has inspired our efforts toward the achievement of the 
highest standards of service. In appreciation, we rededicate our- 
selves to continuing the highest standards of service during future 
years as the telephone industry continues to progress. 


L. M. BERRY anp CO. 


Telephone Directory Advertising Exclusively 


Hulman Building Dayton 2, Ohio BAIldwin 44-7421 
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for Multipair Wire... 


SERIES 


ready access wire terminal 


Used with wire-messenger supported Multipair Wire 
Easily installed on existing wire 


Accommodates up to four Catalog No. 105 (6-pair) Terminal Blocks 


Mounts directly on the support wire 








CTRIC COMPANY 





Franklin Park, Illinois 


Please send me current literature describing 
Ready Access Wire Terminals. 
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/ | RE ADY TO GO: Illinois Bell Telephone Company Installer William 
McDowell is set to pull tiny pegs which will send Conrad Hilton 
- Hotel’s new dial system into operation. The world’s biggest hotel 
- dial telephone system went into service at the Hilton at 2:30 a.m. 


_ Sunday, December 20, 1959. (For complete story see pag 


e 28.) 
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Has your toll timing system kept pace 
with these CALCULAGRAPH IMPROVEMENTS? 











NEW SETBACK HANDLE 
Now you can use ANY SIZE toll 
ticket—in operated position 
handle cannot damage toll 
ticket. This new feature permits 
Calculagraph to be used with 
any card system. 


Check your own switchboard now. If you don’t have all 
these Calculagraph improvements, it’s time to modernize 
and incorporate these benefits into your toll timing system. 


Your busy operators will like these easier-to-use 
color-coded handles; the 60-minute dial will eliminate 
possible human errors in recording long conversations, 
saving you “lost-time” dollars; and, you will like the 
flexibility in card sizes permitted by the set back handle. 
They all add up to faster, easier, more accurate toll 
time recording. 


Call your Calculagraph distributor today. He’ll be 
glad to discuss your modernization plans with you. 


CALCULAGRARH 


NEW COLOR-CODED HANDLES 


This “visual aid’ to better accuracy is a 


big help to busy operators —excellent 
for trainees, too. These new handles in 
color—green for start, red for finish, 
can be installed in minutes. 


if NEW 60-MINUTE DIAL 


Busy operators can now 
handle more calls more 
efficiently because there’s no 
need to depend on memory 
or manual computations on 
long conversations. Assures 
you, too, of all charges due 
on every call. 


FOR LONG-TIME CALCULAGRAPH 
USERS ONLY 


If you are now using the 
old “round-type” Calcu- 
lagraphs, you can easily 


convert to the rectangu- 
lar Model 33 (shown 
here) with the con- 
venient adapter plate 
that requires just a few 
minutes to install. 





308 SUSSEX STREET - HARRISON, NEW JERSEY 


TELEPHONE: HUMBOLDT 2-0213 


MANUFACTURERS OF ELAPSED TIME RECORDERS FOR OVER 65 YEARS 
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Pre-engineered, pre-packaged, complete 


--. ready to grow” in your territo 


Lenkurt mobile telephone systems open up a new 
source of revenue with only a small initial invest- 
ment. Base station equipment can be provided that 
meets your immediate needs only, yet can be 
expanded easily and economically as your service 
grows. And, of course, you buy subscriber units 
only as you need them. 

Important economies are made possible because 
Lenkurt Mobiltel systems are engineered by tele- 
phone people for telephone people . . .“‘from dash- 
board to switchboard.” No additional engineering 
source is needed to provide a completely integrated 
system. 


Lenkurt Mobiltel Manual is operator controlled, 


and is fully compatible with Bell System service. 
Mobiltel Automatic, for local area service, is the 
economical system for dial exchanges where oper- 
ators are not available. ““Compatible Channel” fea- 
ture provides fully-roving service into manual 
mobile service areas. 


Complete Mobiltel “packages” can. be furnished 
in common-carrier frequencies and various powe! 
outputs, to meet specific requirements of large o7 
small communities. Available on an “Engineer, 
Furnish and Install” basis, if you wish. For spe 
cifics, ask your Automatic Electric representativ: 
for Circular 901-P4, or fill in and mail coupo! 
today. 
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Leah 


ees ALL YOUR 


COMMUNICATIONS NEEDS 
FROM ONE 
DEPENDABLE SOURCE 
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Ogee has it now. 


* MANUAL 


tel 


* AUTOMATIC 


Automatic Electric Sales Corporation, 
Northlake, Illinois 
Attention: Mr. T. B. Collins, Director, Carrier & Radio Sales 
Please send literature on: 
(— Lenkurt “Mobiltel” 
Mobile Telephone Equipment 


(] Lenkurt “Microtel” 
Microwave Equipment 


[] Lenkurt Supervisory & Control Equipment 


() Lenkurt Carrier 


(1 Lenkurt “Datatel” 
Telegraph Equipment 


Name____ = . Pe ee eee eee 





Title_ — oe 5 oats sedate 





Company — 


Address___ — Sarees Sia sandaiecncncaietch 





State 





0 a 


dn Canada: Automatic Electric Sales {Canada) Ltd., 185 Bartley Dr., Toronto 16, Ont. 


AUTOMATIC ELECTRIC 


GENERAL TELEPHONE & ELECTRONICS 








This little PARSONS 77 Trenchliner 
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Only 3 ft.-10 in. wide — and 
5 ft.-8 in. “low”, Parsons little 77 
Trenchliner is just right for instal- 
lation of underground telephone 
cables and conduits. Small in size 
but big in capacity, it has a work 
range that will surprise you. For 
instance... 


Trench widths: 6 to 18 inches 


It opens trench from 6 to 18 in. 
wide — at depths to 5 ft. Digging 
speeds range from 4.4 in. to 21 lin- 
eal ft. per minute. This lets the 77 
“inch” its way past cross-pipes, 
through rock and other under- 
ground obstructions and lets it 
“open up” for maximum feet of 
trench per minute on clear right- 
of way. 


The tiny 77 is heavy-duty in every 
respect. Has sloping, telescopic lad- 
der boom that undercuts cross-pipes, 
walks, curbs — makes vertical set- 





Want more 
facts ? 







sets fast pace for cable-laying crew... 


ins. Down-crowd action starts cut 
fast, holds accurate grade. Self- 
cleaning, cast-steel buckets are 
equipped with removable, self- 
sharpening, point-type teeth. Re- 
versible, power-shift spoil conveyor 
dodges side obstructions without 
swerving from grade-line — places 
spoil bank on either side of trench. 


Compact and maneuverable, the 77 
Trenchliner works easily in con- 
gested areas. It turns within its 
own length — each crawler is inde- 
pendently driven, independently 
braked. This little trencher only 
weighs about 6700 Ibs. — handy 
for quick, easy trailer transport 
from job to job. 


How about a demonstration ? 


Learn how the 77 Trenchliner can 
save time and money on your work. 


Ask Parsons distributor for a dem- 
onstration, or write us for catalog. 


for literature on 


mail to: PARSONS Company, Newton, loWa the 77 Trenchliner 
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TRENCHLINERS 


A DIVISION OF KOEHRING COMPANY 
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CONVENTIONS 





MINNESOTA Tel. Assoc., St. 
Paul Hotel, St. Paul, Minne- 
sota, Feb. 7-10. 


LOUISIANA Tel. Assoc., Jung 
Hotel, New Orleans, La., 
Feb. 24-25. 


KENTUCKY Tel. Assoc., Phoe- 
nix Hotel, Lexington, Ky., 
March 1. 


TEXAS Tel. Assoc., Baker Ho- 
tel, Dallas, Texas, March 
7-8. 


OHIO Tel. Assoc., Deshler Hil- 
ton Hotel, Columbus, Ohio, 
March 28-30. 


IOWA Tel. Assoc., Ft. Des 
Moines Hotel, Des Moines, 
lowa, April 5-6. 


NEBRASKA Tel. Assoc., Hotel 
Not Announced. Omaha, 
Nebraska, April 19-20. 


INDIANA Tel. Assoc., Clay- 
pool Hotel, Indianapolis, 
Indiana, May 4-5. 


WISCONSIN Tel. Assoc., 
Plankinton House, Milwau- 
kee, Wisc., May 10-11. 


ILLINOIS Tel. Assoc., Abra- 
ham Lincoln Hotel, Spring- 
field, Ill., May 19-20. 


KANSAS-MISSOURI, Tel. As- 
sociations, Town House, 
Kansas City, Kans., May 
23-24. 


PENNSYLVANIA Tel. Assoc., 
Bedford Springs Hotel, Bed- 
ford Springs, Pa., June 6-7. 


CALIFORNIA Tel. Assoc., Fair- 
mont Hotel, San Francisco, 
Calif., June 8-10. 


WASHINGTON-OREGON Tel. 
Associations, Sheraton 
Portland Hotel, Portland, 
Ore., June 16-17. 


NEW YORK Tel. Assoc., Scar- 
oon Manor, Schroon Lake, 
N. Y., June 20-22. 


MICHIGAN Tel. Assoc., Grand 


Hotel, Mackinac Island, 
Mich., Sept. 12-13. 
NATIONAL CONVENTION, 


Conrad Hilton Hotel, Chi- 
cago, Ill., Oct. 9-12. 
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... oh course 


ANSONIA 


nkosea 





HH Low Shield Resistance 
@ All Pairs Guaranteed 
@ Fully Color Coded 

@ REA Approved 








Ask for 
New Telephone 
Product Literature 


Just Published 
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,. prompt delivery too! 


You can depend on Ansonia Ankoseal for Alpeth 


Cables made under rigid quality controls. 


Ansonia Ankoseal Alpeth Cable is made in con- 


formance with the latest REA specifications. 


THE )‘ANSONIA) WIRE & CABLE COMPANY 
/avmkoseau a ee 
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111 MARTIN STREET, ASHTON 3, RHODE ISLAND 
“Leadership In Plastic Cables Through Quality and Service” 


*MANUFACTURED UNDER LICENSE AGREEMENT 
WITH WESTERN ELECTRIC COMPANY, INC. 
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Private Line 
Multi-Party coded ring 
Magneto 


Facsimile 
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Telemetering 


Dial - Ringdown Trunks 
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Write for details 








*Private Line Center 
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DISTRIBUTORS 


> 


BUCKEYE TELEPHONE & SUPPLY CO. 
250 KINNEAR ROAD, COLUMBUS, OHIO 


NELSON ELECTRIC SUPPLY COMPANY 
23 SLOCUM STREET, DALLAS 7, TEXAS 


TELEPHONE ELECTRONICS 
P.O. BOX 571, STOCKTON, CALIFORNIA 


THE ENGINEERING SERVICE 
P.O. BOX 178, BUTTE, MONTANA 


EXPORT 
WESTREX INC. 


EIGHTH AVENUE, NEW YORK II, 


TELE-RADIO SYSTEMS LTD. 
3534 DUNDAS ST. W., TORONTO 9 ONT, 
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NEWSLETTER 





-BDSA Forecasts Busy Year For U. S. Telephone Industry 


Domestic telephone operating industry has moved steadily upward, 
following slight lull in 1958 because of recession, Business & Defense Serv- 
ices Administration, U. S. Department of Commerce, reported Dec. 21. 
Three million gain in number of telephones in first 9 months of 1959 equalled 
increase for full year of 1958. Estimated gain for 1959 will bring number of 
telephones in U.S. to about 70,600,000, a 1 million increase. 

Operating revenues have been increasing annually, BDSA reported. & in 
1959 should reach a little more than $8 billion. Trends for 1960 indicate at 
least 6% increase. Construction of buildings & outside plants is accelerating 


after slight decline in 1958 & 1959, when annual average construction expendi- 


- tures were $2.5 billion. BDSA said construction expenditures of telephone op- 


erating industry should be $2.9 billion in 1960, These expenditures. for build- 


ings, exchange equipment, pole lines, & cable-wire plant construction, make 
domestic operating telephone industry largest single business contractor in 
the U. S.. BDSA noted. 

Increase of more than 4 million phones placed in service is expected in 1960. 
In 1960, total number of telephones in U.S. is expected to reach 74,790,000, 
or gain of 5.766. Trend is definitely upward, BDSA reported as it noted that 
because of increased facilities available, extension of direct distance dialing, 
& general business upturn, operating revenue in 1960 should approximate $9 


billion. an increase over probable 1959 figure of $8.25 billion. 


BDSA Sees Record Output and Sales for 


Communications Equipment Manufacturers 


Output & domestic sales of communications equipment manufacturing 
industry in 1960 should reach new all-time high, Business & Defense 
Services Administration, U. S. Department of Commerce, reported 
Dec. 21. Projected 1960 level assumes no further major strikes that would 
cause material shortages. 

According to BDSA, production & domestic sales volume in 1959, approxi- 
mating $2.650.000,000, should about equal previous peak year of 1957. Up- 
turn in general business conditions. expanding economic activities of country 
in 1959. & accompanying demand for communication facilities are factors 
pointing to increase in communication equipment production & sales to an 
all-time high of $2.900,000.000 in 1960, BDSA said in its year-end report. 

BDSA stated employment in communications equipment manufacturing 
industry should increase about 5 in 1960 over 1959, after nominal decrease 


in 4th quarter of 1959, due primarily to steel strike. Purchases by communi- 


- cations industry of components & materials in 1959 from approximately 10,000 


- suppliers will amount to well over $1 billion. The majority of these suppliers 


are small businesses. 

In 1959, according to the BDSA report, building construction added more 
than 4 million square feet of floor space to accommodate the backlog of 
orders from the operating communications companies, & BDSA anticipates 
that about same pace of construction will continue into 1960. 

“The upward trends that prevailed in 1959 should continue through 1960.” 
the BDSA report stated. “Employment is up and producers are busier than 


they have been in months. Orders from the operating companies are increas- 
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ing. Estimates point to production approaching record volume. The outlook 
for 1960 is for an increase in manufacturers’ sales of about 10¢¢ over 1959. 
Gross capital investment for plant and equipment expenditures is estimated 


to reach $225 million.” 


Year-End Report 

“The Bell System had a successful year in 1959 and prospects for 1960 
are good,” Frederick R. Kappel, pres. of AT&T, said in a year-end state- 
ment. “By successful | mean that people used more of our services than ever 
before — quite a lot more; we introduced numerous service betterments and 
also operated more efficiently; and we made a much-needed improvement in 
our level of earnings.” 

Kappel reported increase in Bell telephones in 1959 will be well over three 
million & may possibly equal or exceed previous record gain of 3.261.000 in 
1916. Long distance conversations are up about 10©¢ over 1958, he said, with 
year’s total expected to exceed three billion. “By comparison, we handled 
about two billion long distance conversations five years ago and a billion 
and a half 10 years ago,” he noted. 

Principal 1959 service improvements cited by Kappel were (1) expansion 
of direct distance dialing; (2) opening of second transatlantic cable linking this 
continent directly with continental Europe: (3) introduction of more con- 
venient & attractive telephone instruments. 

Kappel forecast that 1960 will bring “continuing growth in service. This 
means that the Bell companies will keep on building a great deal of new plant. 
Construction expenditures for 1959 come to about $214 billion and our pro- 
gram for 1960, as we see it now, will be at least that much and maybe more. 
For this and later construction requirements, we shall continue to need large 
sums of new capital.” 

He expects 1959 earnings “to be consistent with results for first three 
quarters & better than in 1958. Long-run earnings prospects,” he said, “depend 
largely on two things: One is a climate for industry that will give business 
managers the encouragement and incentives to drive ahead and really per- 
form.” He said this applies full force to business under public regulation. “The 
second need,” he said, “is for all Government agencies and regulatory bodies 
in particular to recognize that the public will get the best service or products 
at the most reasonable price if they will allow earnings that stimulate top- 


flight performance.” 


Commission Upholds Right of Illinois Bell 
To Make Contributions to Welfare Agencies 

Tidings appropriate to Christmas season came Dec. 23 when Illinois 
Commerce Commission upheld right of public utility to make contributions to 
welfare causes. Case involved Illinois Bell’s pledge of $290.000 to Red Cross- 
Community Fund Crusade of Mercy. Case is unique. Utility law experts said 
it is first time any state regulatory commission has decided case devoted solely 
to right of utility to make such contribution. 

In its order, Hlinois Commission found: “That the money raised by the 
Joint Appeal and allocated to the said welfare and health agencies is essential 
o their support... that the work of said agencies is of vital importance to the 
naintenance of community stability in the city of Chicago and to the allevia- 
ion of human needs therein . . . that without substantial corporate support, 
he Crusade of Mercy will not approach its goal . .. that contributions by 
orporations, including public utilities, to such philanthropic endeavors as the 
rusade of Mercy inure to the ultimate benefit of the donors through the 
suilding of good will and the strengthening of the economic well-being of the 
ommunity ... that said contributions of respondent are peculiarly beneficial 
0 respondent in that, among other things, (1) such contributions are pro- 
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NEW kein 


Replaceable Gaff 
Adjustable Climbers 


These new Klein Replaceable Gaff 
Climbers assure maximum quality 
and safety. We recommend leg 
irons be replaced after three sets 
of gaffs have been used. 


The easily replaceable gaff is 
held in position by a self-locking 
screw. Full impact is absorbed by 
the gaff and leg iron. No load is 
transmitted to the screw. 


Adjustable to 14%, 15, 15%, 
16, 164%, 17, 17%, 18, 18% and 
19 inches. Made in matched pairs, 
right and left. Available with tri- 
angular ring at ankle or riveted 
ankle loop. Aluminum finish. 
Every climber individually tested. 

WRITE FOR BULLETIN 559 
Bulletin 559, giving full information on Klein Re- 


placeable Gaff Adjustable Climbers, will be 
sent on request. 


ASK YOUR SUPPLIER 
Foreign Distributor: International 
Standard Electric Corp., New York. 


Mathias KLEIN & Sons if 





4200 McCORMICK ROAD © CHICAGO 45. ILLINOIS 
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Why Pay More 
> fora teal than | 
You Have to? 


You don’t have to buy the most 
expensive machine to get the 
most profit from your trenching. 
The Auburn Gear-Draulic 
Trencher has a low initial cost, 
yet does a superior job of dig- 
ging. In fact, it will work in soil 
where others can’t even start. 
Because of its simple, rugged 
design and variable speed hy- 
draulic drive, it requires little 
maintenance and seldom has 
any down time. One man oper- 
ates it and it handles up to 800 
feet per hour. Digs 6” to 14” 
wide down to 6’ deep. It’s the 
most profitable trencher you'll 
ever own, ask any Auburn owner. 






mean cone: 


ANIBNIRIN: 
TRENCHERS 





Available for Massey-Ferguson, IH Utility, 
Ford, John Deere Crawler and Wheel 
Tractors. Jeep-A-Trench, only Trencher ap- 
proved for Jeeps by Willys Motors. 


Re or cs taierhaiineainsh inst racensincaciarincinans 
t 

ANBNRN MARHINE WORKS, INS. 

2020 South ‘J’ Street 

AUBURN, NEBRASKA, U.S.A. 


Send me more information on the Auburn 
Gear-Draulic Trencher for a____ 
tractor O, or on the Jeep-A-Trench 
Model O. 


ea: 
wfs 
FS 


SRE 
. 









NAME 





ADDRESS 
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INDUSTRY NEWSLETTER 


(Concluded from page 9) 


ductive of good will for respondent in the Chicago community and among its 


= subscribers and employes therein, (2) respondent is dependent on the economic 


- contributions of respondent are not excessive. 


enceey renee nna 


and social strength and well-being of the communities it serves .. 


. that said 
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(Source of Market — DEAN WITTER & CO.) 
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Sales Muded 2? 








Here is a rich, ready market for 
aggressive manufacturers to develop. 


APPROXIMATELY 


$ 3,000,000,000 


will be spent by the telephone 
industry during the coming twelve 
months on new equipment, supplies, 
new construction, plant rehabilita- 


tion, exchange expansion, etc., etc. 


You can be represented (on the spot) 
when buying decisions are being 
made and orders are being written 
by having your products and/or 


services prominently displayed in 


OF INDUSTRY SUPPLIERS 
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TELEPHONE ENGINEER'S CATALOG -DIRECTORY 











Exclusive Features... 





Telephone Engineer's The Only Directory 
oy - WV Roles») lienke) ad sent annually to ALL telephone 


; % companies in the United States 
of industry suppliers CIRCULATION 


the telephone 
industry buyer's guide 1 2 , 6 9 ad 
More then double the circulation 
of competing directory 














° The Only Directory 
300 Pages 
Presenting : with an AUDITED Circulation. 


SECTION ONE 


A Composite Catalog liJwat 


An extensive Catalog-Directory Section of Manufacturers Member of Business Publications, 
and Suppliers serving the $23 billion telephone industry. Audit of Circulation, Inc. 







SECTION TWO Analysis of Circulation 


Directory of Suppliers Copies 


Independent Telephone sinaaiia heii REA 
and their Personnel ...... : = 8,130 






The names and addresses of 1,345 manufacturers, sup- 
pliers and companies serving the telephone industry. 





Bell-associated Companies including District Plant 
Managers, District Commercial Managers, District 








(550 more companies than appear in competing directory.) Traffic Managers and Executives 2,918 
Communication Engineers of Oil and Pipeline Companies 342 
SECTION THREE Communication and Signal ae and eatin 
of Railroads . Baa ; 430 
Industry BUYERS’ Guide U.S. Signal Corps, Army, Navy, Air Force, Coast Guard 
& Forestry 133 
Foreign Telephone Companies and Foreign Manufacturers 502 


The most complete Buyers’ Guide ever assembled for the 
telephone industry. Contains thousands of listings under 
1,083 Product Headings (Almost 600 more classifications 

2 Federal Communication Commissioners, State Com- 
than any other directory). missioners, State Telephone Associations 


SECTION FOUR Total 12,697 
Plant Man's Handbook ADVERTISING RATES 1960 ISSUE 


Four pages or more — per page $225 
A complete reference book covering modern methods of Two pages — per page . 236 
One page (7 x 10”) .. 262 


construction, maintenance and installation — plus data Sf5 gene en 28) 193 





Manufacturers and Suppliers of Equipment, Services 
and Supplies 155 










on available reference books and literature. Island half page (412 x 738’) 71 
1/2 page 338 x 10” or 7 x 47%” 157 
1/3 page 412 x 4%” or 2 1/6 x 10” 114 
SECTION FIVE 1/4 page 7 x 2 1/6” or 338 x 47%" 94 
’ ‘ 1/6 page (2 1/6 x 47%") . 70 
*Col Inch (Mini 2 1/6 | ag 20 
Telephone Ass'n Directory Column Inch (Minimum) 2 1/6 x 
*Column Inch, 2 or 3, each 18 





A complete Directory of State and National Telephone = “Column Inch Ads, 4 or more, each : = 
*These prices include placing advertisements under proper head 


Associations and a Directory of REA’s Telephone Staff ings or listings in the Buyer's Directory Section. 
and Personnel. Forms close March 25, 1960 — _ Publishing date, May 15, 196C 





















Published by TELEPHONE ENGINEER Publishing Corporation, 7720 Sheridan Reni Chicago 3 26, ‘Minois 
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Where 
do you buy your 
Supplies? 


You'll find that it pays to do business with the Stromberg-Carlson 
branch office and warehouse in your area. Here’s why: 


Kk Strategic location: there’s just the right number 
of branches, located just right to serve you best. 


* Speedy delivery: we handle your routine orders fast. 


And as for your rush orders—just try us and see! 


Personalized service: Stromberg-Carlson personnel 
know your company, its requirements and problems, 


so they can give you exactly what you need. 


sk Experience: our men are carefully trained with 
years of field experience to serve you better. 


Where do you buy your construction supplies and 


: BS» materials? From Stromberg-Carlson, of course! 


a vivision or GENERAL DYNAMICS: 


ATLANTA: TRINITY 5-7467; CHICAGO: STATE 2-4235; KANSAS GITY: HARRISON 1 
ROCHESTER: HUBBARD’ 2-2200: SAN FRANCISCO: ‘OXForD 7-3630. : 





Fast, convenient, dependable 


precision wave 
analyzers 


for wave analysis, wire carrier and 
microwave subcarrier measurements 


Sierra 121A Wave Analyzer is a double superheterodyne receiver cov- 
ering 15 KC to 500 KC. It provides data directly in volts and dbm at 
600 ohms, and offers high selectivity required for single sideband car- 
rier measurements. 

Sierra 158A Wave Analyzer is similar to Model 121A but covers 500 
KC to 10 MC. 

Both tstruments have +2 db accuracy, spurious response at least 50 
db down, and signal measurement range of 77.5 #v to 97.5 volts. Avail- 
able for either cabinet or relay rack mounting. 


Frequency-selective carrier-frequency voltmeters 


For carrier frequency and other field or laboratory work between 3 KC 
and 800 KC, Sierra offers five accurate, stable tuned vacuum tube 
voltmeters. All are direct reading in voltage and dbm at 600 ohms 
from —80 dbm to +42 dbm. All feature built-in calibration oscilla- 
tors, level calibration circuits, aural monitoring jacks, and (except 
103B) precision spiral scale dials. All are ruggedly constructed of 
quality components for long operating dependability. 


SPECIFICATIONS — SIERRA VOLTMETERS 


Range—ke | Down 3db | Down 45db Frequency | Measuring | Balanced | Unbalanced 
+ 3 db 


20-500 + 550 cps| + 2900 cps 600 ohms 
3- 40 + 400 cps 3000 cps 600 ohms 
5-150 + 300 cps 1500 cps 600 ohms 


15-500 + 550 cps 2900 cps 600 ohms 


100-800 | + 550 cps 2900 cps + 600 ohms 





t Contains carrier re-insertion oscillator for monitoring suppressed carrier systems. 
Furnished with planetary drive dial. Note A. Ranges from + 2 KC at low end of 
dial to + 3 KC at upper end. Note B. + 1 KC in the 48 KC to 256 KC region. Note 
Cc. + 1 db for +- 30 db to —40 db attenuator steps on 135 ohm balanced meas- 
urements. Note D. All models may be converted for 135 and 600 ohm balanced line 
measurements by convenient plug-in bridging transformer, Model 130D. 


(a) Sierra Electronic Corporation 


Ss l ee Kra Division of Philco Corporation 


CO ) 4694Y Bohannon Drive * DAvenport 6-2060 


Menlo Park, California, U.S.A. 


Sales representatives in Major Cities 


Data subject to change without notice. 


Canada: Atlas Radio Corporation, Ltd., Toronto, Montreal, Vancouver, Winnipeg 
Export: Frazar & Hansen, Ltd., San Francisco, New York, Los Angeles 
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“The Phones Were Dead...” 
EAD COLDS and ’flu are norm- 


ally to be expected at this time 
of the year — but a more dangerous 
virus has afflicted the American peo- 
ple in recent months. Krushchev came 
and went. He left certain impressions 
of blunt sincerity and a strong plea 
for disarmament. The Berlin ultima- 
tum evaporated. The promise of sum- 
mit talks seemed to presage better 
things to come. In Asia and Europe, 
enormous crowds wildly cheered the 
President’s talks of peace. 

So, upon millions of Americans 
there fell a nice, drowsy, comfortable, 
relaxed feeling that now everything 
will be all right. They have been 
stricken, as Khrushchev intended 
them to be stricken, by the deadly 
virus of Fatuous Optimism, induced 
by wishful thinking. In case anyone 
dear to you has been afflicted by this 
malady, we offer an almost certain 
cure. It will require nothing more 
than an hour or two of interesting 
reading: 

“The Crimes of Khrushchev” is a 
report by the House Committee on 
Un-American Activities. Your Con- 
eressman will gladly send you a copy. 
It is a terrible indictment. It leaves 
one wondering why a mass-murderer, 
proclaimed as such by a fact-finding 
Congressional Committee, was _per- 
mitted to come to this country and be 
received as an equal by our political, 
business and social leaders. 

“Fight or Surrender” appeared in 
U.S. News & World Report for De- 
cember 21, 1959. It is “must” read- 
ing. “The possibility of war must be 
faced . . . The nature of the present 
situation offers no escape... U. S. 


is vulnerable if that attack comes. 

“The Bombing of St. Louis” is ob- 
tainable from the Greater St. Louis 
Citizens Committee for Nuclear In- 
formation, #318 Museum of Science 
and Natural History, St. Louis 5, Mo. 
This article is presented as if it were 


written by three people, a physicist, a 












fi r 
for 


im) 














IRY OBSERVATIONS .... « cxccom 


doctor and a housewife, one year after 
St. Louis and 69 other U. S. 
were destroyed in a one-day atomic 
(The author is Dr. Florence 
Moog, assisted by Dr. Walter C. 
Bauer and Dr. J. B. Reynolds, all of 


cities 


war. 


Washington University, St. Louis.) 


It describes what the survivors may 
expect, if we are the victims of an 
atomic attack. It is vastly more im- 
pressive than-ordinary fiction, for this 
reason: Every statement, every de- 
scription of “what happened.” every 
statistic of disaster, is supported by 
presently known data. From the ini- 
tial attack to the subsequent horrors, 
the entire article bristles with refer- 
ences to factual information released 
by the Joint Congressional Commit- 
tee on Atomic Energy. 

There is brief mention ef utilities 
in that tragedy. Railroads, power, 
electricity, gas, all are “knocked out 
altogether”; and “the phones were 
dead . we could expect no help 


from outside.” 


Try This On Your Computer 
Fk YOU wonder about the use to 
which your forthcoming payments 
to Internal Revenue may be applied, 
figure out this one from Congressman 
Bruce Alder of Texas: “A Texas elec- 


tric cooperative borrowed money 
from the Government at 2 per cent 

for which the Government paid 4 per 
cent or more and then lent it to a 
private company at 5 per cent to build 
a gas pipeline to serve a_ tax-free 


R.E.A. 


subsidized power.” 


eenerating plant to supply 


Another Russian Attack 

HE COLD WAR has many fronts. 

Since Khrushchev visited India in 
1955. our language has been under 
fire. Russia is making a vigorous ef- 
fort to displace English as the most 
important language in international 
communication. Russian students are 
required or urged to study Chinese. 


Hindu, Japanese and other Oriental 





languages. Orientals, particularly the 
Chinese, are encouraged to learn Rus- 
sian. In the Chinese higher schools, 
Russian is now a required subject. I 
is claimed that three out of four of 
China’s senior technical personnel can 
the 
literature applicable to their profes- 


and do read Russian technical 


sions. 

As British and Americans are no- 
toriously the world’s poorest linguists, 
this 


may be a tough challenge to 


answer. 


No Breakthrough This Time 

| ee MANY years the experiments 
in telepathy conducted at Duke 

University by Dr. Rhine and his as- 

sociates have appeared to prove he- 

yond doubt the possibility of thought 

Per- 


ception. A few weeks ago ESP was 


conveyance by Extra-Sensory 
carried a step further. It was the sub- 
ject of a feature article in a Sunday 
magazine. At that stage we became 
excited. Surely ESP could become a 
means of communication applicable 
to ordinary life and living. 

We visualized the Great Break- 
through. A. T. & T. and General T. 
& E. 


mire of things forgotten, as customers 


stocks would plummet into the 


hy the million ordered out their 
phones and ESP’d their messages to 
each other for nothing. We decided 
to try it. What better demonstration 
could there be. we reasoned, than to 
attract by telepathic means a union 
waitress in a Seattle cafe? 

We rushed to the Greasy Spoon 
where, without for ESP, 
Marilyn Dors Ekberg took our order 


and brought our “hamneggsncoffee.” 


occasion 


But. as usual, she forgot the cream 
and retired to her favorite leaning 
post, about forty feet away. She buff- 
ed her nails and looked anywhere ex- 
cept at us. 

This was the opportunity for the 
Great Experiment. We concentrated 
on that girl. We emanated the mental 


command “Bring the cream” with an 
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intensity that would have shaken the 
Duke University researchers to their 
very souls. Thought impulses stream- 
ed from us like lies from a politician. 
Suddenly she stopped her nail-buff- 
ing and looked in our direction. We 
redoubled our efforts. This would be 
our moment of triumph, the demon- 
stration that would revolutionize hu- 
man communications. She walked to- 
walked She 
wiped some tired ketchup from a va- 
cant table. She picked up a dime left 
walked 


back to her post and her nail-buffing 


ward us. She past us. 


by a previous inmate. She 


without giving us so much as a glance. 
We decided that ESP is not practical, 
We'll stick to Alexander Graham Bell. 


The Worst Answer Is None 
LCH IS SAID about 


done by badly written letters, 


the harm 


Certainly much business correspond- 
ence reeks of loose thinking, badly ex- 
pressed. But no letter at all may be far 
more dangerous. Many a case of wide- 
spread dislike of a utility could be 
traced to the bitterness of one indi- 
vidual whose complaint was ignored 

and whose friendship could have 
been gained by a timely courteous let- 
ter. “Hell hath no fury” like a small- 


minded customer slighted. 


Two Tough Guys 

T SEATTLE, the City Light depart- 
ment refused to move a guy wire 

from private property unless house 

builder A. C. pay 

$250. He wouldn't. They didn’t. So 


Goodwin built his house around the 


Goodwin would 


suy wire. It comes up through the 
floor 


through the shingled roof. That could 


living room and “out 


FOeS 


make an interesting exhibit for Cen- 


tury 21, Seattle’s big show in 1962. 





Leslie A. Gritten. 
You are invited . .. to tell 
TE&M authors your problems 


of department policy or pro- 
cedure on which you’d like to 
have an opinion. 
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put ’em up and 


forget ’em 


... That’s what you do with T-C 
Pressure-treated poles. And you 
rest assured you have poles to 
serve for generations. There’s a 
very simple reason why .. .T-C 
Poles get the best in preservation, 
the best in chemical preservatives 
and the best controlled pressure 
treatment so far developed by 
modern Technology. Next time 
specify T-C Pressure Treated Pro- 
tection... Put ’em up and forget 
‘em... for generations. 


Specify T-C 
DISTRIBUTED BY AUTOMATIC 
ELECTRIC SALES CORP. 
AND LEICH SALES CORP. 








attracts revenue with its colorful, clean appearance 
... retains profits with sturdy maintenance-free 
construction. 

The BN Booth is best for you, too! 


For full particulars, consult your distributor or write direct 
for folder... Benner-Nawman, Inc., 3421 Hollis Street, 
Oakland 8, California. 


a B-N booth is a busy booth! 


TAYLOR - COLQUITT CO. 


SPARTANBURG, SOUTH CAROLINA 


PLANTS AT SPARTANBURG, SOUTH CAROLINA AND WILMINGTON, NORTH CAROLINA 
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KUNZ LINEMEN’S GLOVES 
AND PROTECTORS 


Designed for protection, comfort, and 
scrvice KUNZ Gloves and Protectors 
feature highest quality workmanship 
ind materials; Among linemen = “best 
scllers” are KUNZ style 150-X-Heavy 
Buckskin and style 80 Goaskin, 414” 
rauntiet linemen’s gloves. Style 1005 
goatskin and stvle L003 horsehide are 
pecially designed curved hand = rubbei 
glove protectors soft, pliable and ex 
cellent’ wearing. For quality and weai 


order KUNZ gloves from SUTTLE., 










EVERYTHING IN 
TELEPHONE PRINTING 


SUTTLE has the experience and _ the 
equipment to give you the finest quality 
Independent Telephone Company forms 
and directories at a price which is right 
erything you need — from directories 
standard toll tickets you can get 
one order form when you order from 










K-500 CONTROLS GIVE 
EQUAL TRANSMISSION 


Ihe KELLOGG K-500 standard battery 
desk telephone with increased transmit- 
ting and receiving efficiency, works equal 
ly well with all classes of common bat 
tery, manual or dial service. Better 
speech quality is obtained through short 
er handset. New improved bias or hat 
monic ringers provided. SUTTLE carries 
them in stock. 


NEW JACKS 


SE-493A 

INDOOR 

In brown or ivory 
plastic, the SE-493A 
weatherproof — SE- jack can be flush 
16151 jack = from mounted — directly 
SUTTLE is ideal in molding or 
for outdoor tele wall. Four (4) 
phone service. The spring tensioned 
non-corrosive, Wwa- jack holes accept 
terproof aluminum standard SE283B 


SE-16151 
OUTDOOR 


The new outdoor, 


receptacle —_ houses {-prong plug. No 
the SE493A jack conduit box  nec- 
(right). This new essary. SE493A, 
jack makes an ex- $1.30 each. Can be 
cellent extension used with SE-19B 
















NEW COOK 
LOADING 
COIL CASE 


All packaged in one complete unit for 
easy installation and accessibility, COOK 
Loading Coils reduce attenuation, combat 
frequency distortion and avoid crosstalk 
on existing lines. 3C protector blocks as- 
sure moisture proof termination. The 
COOK Coil Case is made in 6, 11, and 
16 pair and the loading coils have a 
nominal inductance of 88 MH. For a 
prompt delivery, order from SUTTLE. 









SE-43A 
Bracket 
$.28 ea. 


MODERN FLUSH OUTLET 

Use of the SUTTLE SE-493A Oval Jack 
with the SE-43A Bracket and SE-19B Face 
Plate permits flush telephone outlet in- 
stallations. ‘The SE-43A Bracket is holed 
to fit any standard conduit box, and is 
zinc-chromate plated to prevent rusting. 
Both ends of the SE-43A_ Bracket are 
heavily scored so that ears may be re 
moved to fit any cover. Of non-shorting 
plastic materials, the SE-493A Oval Jack 
and SE-19B Face Plate provide a modern, 
attractive appearance. Both units are 


SE-493-A 
Ova! Jack 
$1.30 ea. 


SE-19B 
Face Plate 
$.30 ea. 


SUTTLE. Check our low _ prices on sale-revenue boost- plate. $.30 each. available from vour SUTTLE Distributor 
indard forms. For real savings, let us er. Order from Specify brown or in ivory. brown, and blue-beige colors. 
iote you on your directories. SUTETEE: ivory. 

Manufacturers, suppliers, and printers to Telephone Men — Since 1910 





For further information, specifications or 
quotations on these telephone supplies— 
write, wire or telephone— 


SUTTLE EQUIPMENT CORPORATION 


401 North 15th St., Lawrenceville, Illinois 
Phone: Lawrenceville 782 


135 S. La Salle St., Chicago 3, Illinois 
Phone: DEarborn 2-3108 
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For the 

SAFEST 
FASTEST 
SUSPENSION of 
One-Pair Aerial Distribution 
Wire (C-Rural) 

FLEXIBLE 

STAINLESS STEEL 
NEOPRENE COATED 


Tangent Supports and 
Dead-Ends 










PIPE foe cow Gok 42 Jaafornedl. 





WRITE: 
| ae REFORNES LINE PRODUCTS COMPANY 
DEPT. CR1 

5349 St. Clair Avenue, Cleveland 3, Ohio 









a FIRST look... 












New Airtronics MULTI-PURPOSE, PORTABLE test hybrid set 


€9 makes acceptance tests easier, faster 


CHECK THESE SPECIFICATIONS 

120P Repeat coil hybrid, specially adjusted for high 
trans-hybrid balance 

128 type low pass filter 

Precision 1% capacity decades on NBO 


Internal switching provided for two most commonly 
used networks 


Plug-in network arrangement, compromise net built in 


Line and Net simplex leads brought out to pin jacks on 
front panel for special testing procedures 


Convenient panel lay-out, jacks and binding posts to 
facilitate connection to line or external circuits 


600 ohm impedance on 4 wire legs 


900 ohm impedance on line, (a built-in switch permits 
change to 1500 ohm impedance line) 


ALSO AVAILABLE 


External decade capacitor and variable resistor (3 
terminal) for use in locating cable opens, for com- 
promise net, etc. 


Plug-in dial to facilitate testing procedures 


another product FIRST from 


€) locates cable opens accurately 
€) accommodates standard networks 


Now, a completely portable precision test hybrid for transmissi0 
engineers and testers — ruggedly built, and packaged for maxi} 
mum convenience and flexibility. Use Airtronics new Test Hybr' 
Set for cable and trunk acceptance tests, circuit evaluation, capacit 
balance tests, acceptance and evaluating tests using Singing Poit! 
or Return Loss techniques, plus other specialized applications. Us 
it, too, to locate — with Airtronics unique new ‘Cable Locator’ 
some of those “lost”? cable pairs currently unavailable for use be 
cause of opens! This exciting innovation in telephone test equip: 
ment determines, with new accuracy, distance to an open end — bi} 
a capacity comparison method, with capacity measured to =1 
Modernize simplify — your testing procedures with the ne' 
Airtronics Multi-purpose Portable Test Hybrid Set, Model 20! 
It is designed to use standard type 115H or 115AL Precision Net: 
works, available in all toll offices. | 


SA 


& 
AIRTRONICS INTERNATIONAL CORPORATION 


SRG a ae 
SSss ZZ : 
- P.O. Box 8576, Fort Lauderdale, Florida (6900 West R 20°" 





The thrifty answer to top performance... 





Low-Cost 








TELEPHONE LINE WIRE 


4 & ‘ ° 
. 3 
7 a 


O-Eighty-Thirty is specifically designed to give 
you thrifty savings and top performance for your 
subscriber loops and secondary toll lines. Its initial 
cost is practically the same as ordinary wire. When 
you string this light-weight, easy-to-handle line wire, 
you gain substantial economies—lower installation 
and maintenance costs as well as reduced expendi- 
tures for poles and hardware. 


al Excellent voice transmission is assured with 

et O-Eighty-Thirty. In fact, its talking qualities are far 

better than any other high-strength wire of compar- 

er, a able size. In addition, it’s non-rusting—has perma- 

jae nent high strength that permits safer long spans. As 

i a bonus value, O-Eighty-Thirty is ideally suited for 
conversion to carrier circuits. 





For prices, sag data and staking tables, write us today. 


sio! PN / JO COPPERWELD STEEL COMPANY 
axif We / WIRE AND CABLE DIVISION Glassport, Pa. 


For Export: COPPERWELD STEEL INTERNATIONAL COMPANY, New York 


SOLD BY 
LEADING DISTRIBUTORS 
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T'S ALL MUSCLE 


B* NOW, the readers of this space 
have probably gone through their 
share — elsewhere — of forecasts, 
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estimates of the future, and “predic- 
tions of things to come,” for 1960, the 
next five years, the next decade, and 
practically every other conceivable 
time period. 

This department’s own resolve not 
to fill space with a series of predic- 





tions was strengthened considerably 
the other day, when, in a reminiscent 


year-end mood, we were cleaning out 
some files. 

About six years ago, we learned of 
the existence of a 10-year forecast of 
the telephone industry in the United 
States, based on all the best economic 
material available at that time, and 
made by the men best qualified to sift 
that data and come up with something 
approaching the right answers. 

The 10-year forecast of the tele- 
phone industry, and a number of sim- 





ilar ones covering other industries of 
similar importance to the nation, were 


New 1960 
CUSHMAR! 


780 TRUCKSTER 


with built-in economy 


Cushman 780 Trucksters carry the biggest set of rugged muscles 
ever built into a light hauling vehicle. They offer the greatest 
economy . . . small initial investment, minimum maintenance ex- 
pense, operating cost of less than a penny per mile, and savings 
on taxes and insurance. 

Capable of carrying an 800 pound payload, the 780 Truckster is 
a versatile workhorse. It goes everywhere, parks anywhere, 
maneuvers easily in crowded quarters. 


prepared at the request of top govern- 
ment economists, for their use in an- 
alyzing the trends as they saw them 
and making recommendations on leg- 
islation and administration economic 
policy. 

We did our best to obtain a copy of 
the report from official sources, for 
use in a news story. It was our posi- 
tion that the forecast should be pub- 


~ 


lished —- not as an indication of the 
correctness, or lack of it, of the esti- 


FL MMM Mitt it ttt 


mates of the future, but as the basis 
for day-to-day decisions by people in 


e New formed channel, automotive ¢ Constant mesh transmission the industry, who after all must con- 


DE ETD 


style chassis e Hydraulic, internal expanding brakes ; 2 3 
e Bigger, stronger pick-up box e Optional fiber glass and steel sider what they may be dealing with 
e Dependable Cushman Husky cab with wrap-around windshield am well on 
: . , : : é cade ) Ow. as well as tomor- 
4-cycle engine e Choice of body styles to fit the job a decade from n | 


row. 
Ask your dealer for a demonstration of how the Truckster 
can cut costs—or write for information 


unntenattN 


Explaining the reasons for turning 


tty 


us down. the afore-mentioned official 


CD cusnman MOTORS 934 Ne. 21st, Lincoln, Nebraska : quarters contended that the forecast- 


A subsidiary of Outboard Marine Corporation. maker of Johnson and Evinrude outboard motors 5 e . 9 ° 
oe ers would look bad if, in 1963, it 


aa eae ee ee eee eee ee SE Se eS ST STS eee eee ee ee ee ee ee 
turned out that they had grossly over- 


Q Please send information on 780 Truckster. : 


su gnnongenagangasuneuiian 


estimated the industry’s potential. Off- 

ft NAME =: ie = = a > hand. there is no recollection that any- 
(ATTACH TO YOUR LETTERHEAD) 

Th UuelhCOUmrlCOhUdlhCUrlhCUrlhCUrlhCOCUrrlhCUrmhCUmrmhCUmrhCOUmreTOmdre.TLmrdrs.LULUmDS CUD CULMGS.UCULD.UMDGLUMG UMC CUCU OU UDG 








one considered at least aloud 


moun 
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TON OBSERVATIONS 


the consequences of underestimating 
the future. 

Well, we were furnished by govern- 
ment people a copy of the forecast, 
but only on a confidential basis, for 
whatever background use it would 
serve. It is a crying shame that the in- 
junction that we keep the document 
confidential still applies. A full dis- 
cussion of it today would be one of the 
most fascinating stories of growth of 
a basic industry, of financing and 
plant construction, of almost astound- 
ing consumer demand, and of growth 
of the nation as a whole, it would be 
possible to write. 

The forecast attempted not on 
either an optimistic or a pessimistic 
basis, but on the most careful and 
straightforward assessment of the 
available information to estimate 
how many telephones would be in 
operation in the United States at the 
end of 1963, what the industry’s plant 
investment would be, how many calls 
would be handled, and similar indus- 
try indicators. 

In six years, not fen, the industry 
has racked up actual performance re- 
cords which make it clear that — bar- 
ring almost complete economic col- 
lapse — the industry will far outdis- 
tance the best possible forecasts of 
1953. 

The same things have happened, of 
course, in most other industries where 
similar forecasts have been made. But 
here happens to be another concrete 
xample of the fact that trying to fore- 
ast specific results — in horse races, 
legislation, or decisions by women 
equires a very large ration of good 
uck. 

Of course, the professional forecast- 
r can always fall back on the “sun 
vill rise tomorrow” approach — after 
ill, if it doesn’t, who will be around 


0 reproach him? 


lection Year “‘Forecast” 
[' TAKES no great skill, or even 


luck, to look things over in Wash- 


By ROLAND DAVIES 
and FRED HENCK 


Trying to forecast specific results — in horse races, legislation, or 


decisions by women — requires a very good ration of good luck, 


and in this issue of TE&M our Washington correspondents de- 


cide to push their luck and take a quick look at 1960’s prospects. 


ington as Congress reconvenes and 
decide that the 1960 Presidential cam- 
paign will have a great effect on what 
Congress does this year or more 
precisely. doesn’t do. (This is being 
written at home over the holidays 
without the benefit of having read 
other recent publications. If any of 
our examples of the “sure thing” ap- 
proach happen to coincide with fore- 
casts published elsewhere, our apolo- 
gies are herewith tendered in ad- 
vance. ) 

It is generally known that Presi- 
dent Eisenhower will offer to Con- 
eress a budget with a relatively small 

- proportionately estimated sur- 
plus, and that the House Ways & 
Means Committee’s study of general 
tax overhaul still has a long way to go. 
Thus. it is painfully obvious that there 
is no prospect for a general tax cut 
this year. (Our favorite in this re- 
gard was the published “forecast” that 
there would be tax increases in the 
first year following the outbreak of 
the Korean war. Now, there was the 
surest of sure things. ) 

We could “predict” a short session 
of Congress. with a lot of bills intro- 
duced by would-be Presidential can- 
didates intended to have popular ap- 
peal but few realistic prospects for 
adoption, and with relatively little 
significant legislation enacted. This 
is the normal peacetime Presidential 
election year result. (Please, we're 
not predicting a year without a shoot- 
ing war were simply hoping for 
it.) 

In this regard, another good elec- 
tion year “forecast” is a plentitude 
of Congressional investigations. After 
all, everyone is against “payola” —— at 
least, for the other guy — and in 
favor of better television programs. 


The Congressional “investigation” is 
one of the greatest devices ever in- 
vented for the politician who wishes 
to obtain favorable publicity without 
the head-shattering problem of writ- 
ing legislation, and getting it passed, 
to help correct the abuses which have 
been “exposed” generally, after 
having been known to persons inter- 
ested in the field for some time. 
Having racked up his quota of sure 
things an aide of a Washington 
columnist who used to keep “score” 
on his “forecasts” of coming events 
once observed that “we can get the 
score up to 90° any time we want 
to” —- the forecaster then is privileged 
to try his hand at a few actual pre- 
dictions, if he cares to. His batting 


average still will be good if he misses. 


Item: Will the telephone excise 
expire automatically June 30, as 
it is supposed to? It’s merely ac- 
curate reporting to say that the odds 
are against it. The large amount of 
federal revenues involved; the other 
taxes for which there would be great 
pressure for reduction or repeal if it 
looked like the telephone tax might be 
cut or abolished; the current long- 
term study of the tax structure by the 
Ways & Means Committee. with no 
concrete results anticipated this year; 
the anticipated narrow “black” mar- 
gin in the federal budget, all add up 
on the unfavorable side. 

What is more important than some- 
one’s prediction is the simple fact 
that telephone tax repeal or reduction 
will happen only if industry employes 


and customers make it happen. 


Item: Will the interest rate for 
Rural Electrification Administra- 
tion loans be increased? Here the 

Please turn to page 28 
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A complete line of pole line hardware is provided for you at our warehouses. In most 
cases, your order is picked from stock and shipped the same day it arrives in 


our warehouse. 





Your supply business is important to us. We want to receive orders from you today...and 
for many years ahead. And, the best way we can do this is to give you promp! 
delivery from a large stock of famous brands. Next time you need pole line hard 
ware, give us a call. We’ll prove again that—at AEF, you get all 3. 
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Automatic's 5 friendly warehouses: 


Northlake, 2915 Moore St. 2360 N. W. Quimby St. 158 Corliss Avenue 2021 Main St. 
Illinois Richmond 21, Va. Portland 10, Ore. Johnson City, N. Y. Kansas City 8, Mo. 
Fillmore 5-7111 Elgin 8-9280 CApital 3-7244 SWarthmore 7-8507 HArrison 1-7575 





Subsidiary of 
GENERAL TELEPHONE & ELECTRONICS 
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NORTH ERICOFON 
proven and accepted 
as the finest 
telephone in the world 


In October, 1956, North introduced the Ericofon to the Telephone 
Industry. Today, three years later, the Ericofon is offered as a stand- 
ard telephone instrument by hundreds of telephone companies. 


The Ericofon was a proven instrument even before its introduc: 
tion—proven in laboratory testing over a period of SIXTEEN years 
of development. 


It remained only for the Ericofon to prove itself to YOU—and 
it has done that. 


e The Ericofon has proven itself to be the most beautiful, 
most wanted telephone instrument in the world! 


e The Ericofon has proven itself to be the most convenient 
telephone instrument to use! 


e The Ericofon has proven itself to be the biggest single fac- 
tor in building revenue increasing extension installations! 


e The Ericofon has proven itself to be equal to any instrument 
in reception and transmission! 


If you are not yet offering Ericofons to your subscribers—let the 
Ericofon PROVE ITSELF TO YOU—NOW. The finest telephone in- 
strument. in the world is the Ericofon. Ask any user. 


The Ericofon is another product of 


THE DYNAMIC FORCE IN THE TELEPHONE INDUSTRY cctv 
NORTH ELECTRIC COMPANY aan 
Na 2 


Galion, Ohio 


60-T-1 


WHAT’S NEW AT 






Modern Outlet 
Hardware Now Available 
from SUTTLE 









SE-63A SE-60 SE-493A SE-16B 
Junction Mounting Oval Jack Face 
Box, 45c Ring* $1.30 Plate* 


*SE-60 and SE-16B, 45c 







Modern Plug and Jack Assembly 


Latest telephone practice calls for 
use of the SE-63A (open) junction 
box, SE-60 mounting ring with 
oval SE-493A jack, and one of sev- 
eral types of the SE-16 series face 
plates. The SE-63A junction box 
screws into vertical wall studs 
(2”x 4” or other) and accepts the 
hardware assembly as above. 
one 1. SE-43A 


Bracket 
& 2. 
3.8 


30c ea. 
2. SE-493A 
Oval Jack 
$1.30 ea. 
3. SE-19B 
Modern flush outlet installation 
utilizing SE-19B standard face 
plate, SE-493A oval jack, and 
SE-43A bracket holed for standard 
conduit box. 











Plate 
28c ea. 







Face Plates 

45c each, including 

SE-60 mounting ring 

and screws. SE-19B 


006e®@ 


SE-16A SE-16B SE-16C SE-16D 









Five styles of face plates are avail- 
aible. SE-16A takes SE-47C multi- 
service, 12-terminal connecting 
block; SE-16B takes SE-493A jack; 
SE-16C for permanent phone; SE- 
16D for undecided service; SE-19B 
accepts SE-493A with SE43A 
bracket, or, SE-404B jack with 
SE-44 bracket for flush mounting. 












In brown, ivory, or blue beige 

Write Suttle or your local distrib- 
utor for installation instructions 
and prices on the above piece parts. 


Ts ais | 


401 North 15th St., Lawrenceville, Ill. 
Lawrenceville 782 

135 S. LaSalle St., Chicago 3, Illinois 

DEarborn 2-3108 




















significant factors include a_ very 
slight but perceptible change in the 
formerly impregnable political posi- 
tion of the farm bloc; the tremendous 
culf between the 2% REA interest 
rate and the existing cost of money 
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from almost any other source of 
capital; the indications that private 
financing isn’t likely to cost any less 
any time soon, and may well continue 
to go up in interest rates; and the 
obvious fact that while no large bloc 
of voters is likely to be in favor of a 
candidate because he helped to raise 
the REA interest rate, a chunk of the 
electorate, in some areas at least, is 
likely to be against him if he didn’t 
oppose it. 

It seems reasonable for taxpayers 
and businessmen to assume that at 
some future time the REA interest 
rate will go up, though not to the level 
it would cost to finance a rural tele- 
phone or rural electrification system 
through a bank. When such action is 
seriously considered, maybe this year, 
a little light will be shed on two cur- 
rently interesting social-political ques- 


Biggest Hotel Telephone 
System Installed at Hilton 

THE CONRAD HILTON, Chicago, 
[ll., — world’s largest hotel and home 
of USITA’s annual convention — got 
the world’s biggest hotel “telephone 
package” for Christmas when a tailor- 
made dial telephone system, installed 
by Illinois Bell Telephone Co., went 
into operation at 2:30 a.m., Sunday 
(December 20) for the 2,600-room 
Hilton. 

It took Illinois Bell more than a 
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year to engineer and install the new 
network to serve 3,500 telephones, a 
system the size of Crystal Lake, III. 
Here are the features of the Hil- 
‘ ton’s new system: Direct dialing be- 


3 
3 
2 
i 






tween hotel rooms; dial telephones in 
all guest rooms; direct dialing from 


and suburbs; faster long distance 


| hotel phones to telephones in Chicago 
jens with direct connection to III- 
: 
i 


;inois Bell’s long distance centers, 





WASHINGTON 


(Concluded from page 23) 


tions — the relative political position 
of the farmers in the 1960s, and where 
public policy lies in setting up. or 
maintaining, programs of direct bene- 
fit to one segment of the population. 

Here we go — if for no other rea- 
son than that we can’t help it — into 
another complex, dangerous, exciting, 
challenging, confusing 12 months. At 
this point, we can’t help but remem- 
ber a fantasy presented on a radio 
dramatic program some time in the 
1930s, before television. A business- 
man was given the opportunity to 
have one wish fulfilled by a genie. of 
the Aladdin’s lamp variety. He asked 
for, and was supplied with, copies of 
the New York Times for one year in 
advance. 

Needless to say, he quickly amassed 
a big fortune, buying and selling the 
right stocks and picking up options on 
properties where big new housing and 
commercial developments were to be 
located. Everything was fine until he 
picked up the last of his advance 
copies, and read his own obituary. — 


Roland Davies and Fred Henck. 


rather than through the hotel switch- 
board; direct contact with the hotel’s 
special services —- room service, ad- 
ministrative, valet and laundry, bell 
captain, etc. — by simply dialing one 
digit; and, mechanical and cumula- 
tive counting of guests’ local and su- 
burban telephone calls to speed pre- 
paration of bills at checking-out time. 

The hotel cashier, at any moment, 
can tell exactly how many calls are to 
be billed to a room — speeding up 
final accounting and check-out time. 
When a long distance call is com- 
pleted, the telephone company’s long 
distance center sends time and 
charges by teletype directly to the 
hotel cashier for immediate billing. 

The Conrad Hilton telephone sys- 
tem handles about 35,000 telephone 
calls a day. Operators still will be 
“behind the dial” to handle incoming 
calls, assistance and emergency calls 
and calls to some suburbs. 
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FIVE IDENTICAL 
PLUG-IN 
GENERATOR UNITS 


se 5 
. ete Ya RAN, teat 
ee ee Fel Na pl sae! 


Five interchangeable frequency generators 
—each complete with voltage regulator, 
oscillator, transformers, amplifiers, cut-off 
circuit. Each individually adjustable for 
both frequency and voltage. Frequencies 
stabilized against changes in input volt- 
age, temperature, load. 


Transistor circuits for long trouble-free 
life. No moving parts. No routine mainte- 
nance. Operates from 50-volt battery at 
extremely low drain. 


OPTIONAL 
5-WATT TONE 
AMPLIFIER 


Contains, for all frequencies: ample bat- 
tery filter, remote control relay, audible 
ringing tone generator with (optional) 


-W ifier. . ° ° . 
a Kel=y-l mm alateli atom aat-\oiallal--e 
AUTOMATIC TRANSFER PANEL 


— 


Connects two ringing machines together 
with either as the main machine, the other 


THE TRANSISTOR-TYPE 
as standby. Load is automatically trans- 


® 
a 
ferred to the standby and alarm is oper- 


ated on partial or complete failure of the ADJUSTS TO ANY FIVE FREQUENCIES 
main. Manual transfer possible to check /32 
the standby. Either machine supplies load 

while other is metered for adjustment or 

tested with simulated ringing failure. ee 

Other panels available: portable, manual SELF-PROTECTING 


transfer and supervisory. 


TWO MODELS Re eS 
ss SINE-WAVE OUTPUT 


(Conservative ratings) 
Model T: output 25 watts per frequency. 


Fits 19” rack, adapts to 23” and 30”. eaten é; | as 
Takes only 1742” vertical rack space. [FF AUDIBLE RINGING TONE 


Model T50: output 50 watts per frequency. 
Write for Bulletin 177A 


THE ONLY COMPLETE LIB 
our equipment FLoTROL® 


is sold through leading a RS 
telephone distributors Sue-cycif 2) 
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Kellogg’s K-500 series telephone has been voted 
one of the ‘“‘ten best contemporary designs” 

in a poll conducted by the Institute of Design of 
the Illinois Institute of Technology. 


The K-500 also represents engineering excellence 
—every part and component a masterpiece of 
precision skill... tested under the most exacting 
oe conditions to meet the rigid requirements for 
~~ - lasting performance... making the Kellogg K-500 
‘  * » & an instrument of unmatched quality and beauty 
- & ... truly the pride of the industry. 


7 KELLOGG K-500s 


Give your subscribers a choice of the smart 

new wall or standard desk models in the 500 
series—in a selection of 10 attractive colors to 
match any home or office decor: red, yellow, green, 
ivory, rose pink, aqua blue, light beige, 

light gray, white, black. 











Place your yearly order for K-500’s in advance. 
Kellogg will ship the number of phones you need 
each month at the overall quantity discount. 

Ask your local Kellogg representative about this 
and other K-500 benefits. 






KEI LOGG Communications Division of 
CHICAGO, /LLINO/S I i 


Kellogg Switchboard and Supply Company, 6650 South 
Cicero Avenue, Chicago 38, Illinois. Communications Division 
of International Telephone and Telegraph Corporation 





Regional Offices and Warehouses 





CALIFORNIA: 23 Broderick Road, Burlingame, Calif., OXford 7-5780 
GEORGIA: 1594 Southland Circle, N. W., Atlanta 18, Ga., SYcamore 4-244] 
ILLINOIS: 4600 So. Tripp Ave., Chicago 32, Illinois, CLiffside 4-4300 
KANSAS: 7th & Sunshine Road, Kansas City 15, Kansas, MAyfair 1-4418 
NEW YORK: 327 North West Street, Syracuse, N. Y., HArrison 2-9251 
TEXAS: 1515 Turtle Creek Blvd., Dallas 7, Texas, Riverside 7-5191 


EXPORT: 1600 So. Tripp A Chicago 32, Illincis, CLiffside 4-4300 


; 
' 
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PHELPS DODGE TELEPHONE WIRE AND(Cé 
THE “MINE-TO-MARKET” QUALITYLI 


7 





| 
| 
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Paper-Insulated Lead-Sheathed 
Telephone Cable 


This Phelps Dodge telephone cable 
combines the superior transmission 
characteristics of paper insuiation 
with the durability and moisture 
resistance of lead. It is backed by 
Phelps Dodge’s extensive research 
and manufacturing experience 

in the paper-lead cable field. 


The controlled craftsmanship and 
quality of this paper-lead cable are 
typical of the entire line of Phelps 
Dodge telephone wires and cables, 
including: 


@ Exchange Area Telephone Cable 
@ Self-Supporting Telephone Cable 


® Rural and Urban Distribution 
Telephone Wire 


@ Interior Telephone Cable 


@ Rubber-Insulated Lead- 
Sheathed Telephone Cable 


g PD—Tel Wire 





PHELPS DODGE COPPER PRODUCTS 


} CORPORATION 


WALES OFFICES: Atlanta, Birmingham, Ala., Cambridge, Mass., Charlotte, Chicago, Cincinnati, Cleveland, 

llas, Dayton, Denver, Detroit, Fort Wayne, Greensboro, N. C., Houston, Indianapolis, Jacksonville, Kansas 

ily, Mo., Los Angeles, Memphis, Milwaukee, Minneapolis, New Orleans, New York, Philadelphia, Pittsburgh, 
Portland, Ore., Richmond, Rochester, N. Y., San Francisco, St. Louis, Seattle, Washington, D. C. 


ee 
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TELEP'D 


Siew officers of the Florida Telephone Association (1 to r): JOSEPHINE POP- 
PLETON, sec-treas.; E. M. MENENDEZ, pres.; and JOHN B. RENWICK, Ist 


vice president. (See complete story on page 82.) 


USITA Executive Vice Pres. CLYDE S. 
BAILEY addressed first general session 
of recent Florida convention. 


Members of this South Carolina convention group are (I to r): RALPH J. FORE- NORMAN H. McFARLIN, assistant ad- 

MAN, deputy administrator, REA, Washington, D. C.; South Carolina Associa- ministrator, REA, addressing Okla- 

tion Pres. FRANK S. BARNES, Jr.: and HUGH A. BARNHART, Rochester, Ind., homa telephone convention. (For com- 
past pres. of USITA. plete story see page 81.) 


“ .Y ; 
Se et is eo -£ a Oe ’ 
Officers and directors of the Florida Telephone Association: Seated (I to r), JOSEPHINE POPPLETON, sec-treas. ; 
E. M. MENENDEZ, pres.; JOHN B. RENWICK, first vice pres. Second row (1 to r), M. N. DREW; C. D. BROREIN, 
Sr.; FRED S. McGEHEE; J. L. SHARIT: C. J. YATES; CARL D. BROREIN, Jr. Back row (I to r), J. K. GALLOWAY: 
MAX WETTSTEIN; DOUG WILKINSON: HUGH C. MACFARLANE: JOHN EVANS; E. L. COX; RALPH W. SHRIN- 
ER; OTTO WETTSTEIN, III; RALPH MANER. 
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INE INDUSTRY VIEWS 





Officers and directors of the Oklahoma Telephone Association for 1960 (1 to r): S. C. RICH, Oklahoma City, treas.; 

R. E. HARRIS, Purcell, director; F. E. MESSECAR, Broken Arrow, director; D. R. MAJORS, Carmen, director; A. L. 

McFADDEN, Ringwood, director; L. A. GUEST, Davenport, pres.; HUGH STRAUGHN, Oklahoma City, secy.; JOE E. 

TROWER, Mannford, retiring pres.; HARROLD PETERSON, Roosevelt, Ist vice pres.; TRUMAN WOOD, Kingfisher, 
director, and JACK HOLT, Stilwell, 2nd vice pres. 





% 
M. R. HOUSTON, personnel director, 
General Tel. Co. of the Southeast, ad- 
dressing the “Silver Anniversary Con- 
vention” of the South Carolina Inde- 
2 ne pendent Tel. Assoc. 
“Marketing & Moonshining” was sub- 
ject of address presented at Florida 
’ convention by D. E. La MASTER, mar- 
keting and sales mgr., General Tel. 
Co. of Fla., Tampa. 
5 
? 


? 
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Mareen 


JOE E. TROWER, pres., Cimarron 

Telephone Co., Mannford, Okla., and 

retiring pres. of Oklahoma Telephone 

Association, addressing Oklahoma tele- 
phone convention. 


Participants in Data Transmission Seminar sponsored by Automatic Electric 
Sales (Canada) Ltd. at Queen Elizabeth Hotel, Montreal, included: (back row, 


LAUDE J. YATES, vice pres. and gen. I tor) B. C. BORDEN of IBM; R. W. RALSTON of A. T. & T.; B. P. NICHOLLS 


igr., Southern Bell Tel. & Tel. Co., of Northern Electric; R. C. MATLACK of Bell Telephone Laboratories. Bottom 
icksonville, Fla., discussed “‘Commun- (Ito r): J. N. PETRIE of Automatic Electric Co.; and F. B. BRAMHALL of 
y Living” at recent convention of the Lenkurt Electric Co. Over 50 engineers, representing major communications 

Florida Tel. Assoc. companies and public utilities in eastern Canada, attended the two-day meeting. 
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satis in every length of | 
Whitney Blake Telecable’ leave -- 
the factory free from... | 



















e OPENS 

e GROUNDS 

e CROSSES 

e SHORT CIRCUITS 


All data including the 


resistance of each 





conductor is permanently 





recorded on strip charts. 


Only the TELETESTER 







provides this complete 


inspection. 





NEW HAVEN 14, CONNECTICUT 
Telephone: CHestnut 8-5515 TWX: NH 84 


RELIABILITY — A PRODUCT OF THE ADVANCED 
TESTING TECHN/QUE AT WHITNEY BLAKE. 





» 
® 


The Whitney Blake Teletester 





JOE, THIS 


ACCESSORY EQUIPMENT pipe 


FOR CONTINUOUS FEED |/ff TEMPEROMETER 
PRESSURE SYSTEMS ous 


{} SMALL COsT/ 


AIR RATE INDICATOR PANEL 






















v Accurate temperature measurement of wip- 
PART IT § ing solder, impregnation wax, paraffin, etc. 
NO IS an absolute must if porous cable joints } 
. TRUE are to be avoided! An inexpensive Dillon 
8174 Temperometer reveals exact pot tempera- 
“tasers ture at a glance. Dial is marked with re- 


commended points for various Compounds. 


Stainless steel construction outlasts 
ordinary glass thermometers many 
: : : : i 34°’ stem length 
Furnished in groups of 5 and 10 units. Other Panel size nes over. Has 84" s gin, 

ied e i f ' 238’ dial diameter. Reads from 200 


also available. to 1000° Fah. Comes with handle. 





Countless thousands in use by lead- Is 
ing telephone and utility companies, x 
also by U.S. Signal Corps. Shipment 
by parcel post from stock or may be 
ordered from leading jobbers. Write 

FLOWMETER UNITS for illustrated bulletin. No obligation. 

PART NO. 8001-B W.C. DILLON and CO.,INC. 
5-unit 14590 KESWICK ST., VAN NUYS 17, CALIF, 7% 


PART NO. 8000-B 
10-unit 





New Sten’ Gene We” 
Pull-A-Way 


' Now. “4 ones P %,1%,3 and 6 Tons 


Flowmeter units can be furnished in groups of 5 and 10 
units. Panel mounting is also available. 


O 


AIR FLOW INDICATOR 












PART NO. 8177 


Re a oS at es 
ee 


Air Flow Indicator used 
in leak locating of tele- i” 

Wricut Type “‘C’”’ Pull-A-Ways make easy 
work of hundreds of quick hook-up jobs. Now 
available in four sizes—34, 144, 3 and 6 ton— 
Type “‘C” Pull-A-Ways are portable, safe and 
rugged. Corrosion-resistant modern aluminum 
alloy castings are used for gear case, handle and 
covers of all models. Hooks, load chain and chain 
sheave are made of alloy steel. Positive, depend- 
able load brake securely holds load at any point. 
Lubricated for life. Weights: 34-ton, 14 lbs; 114- 
ton, 231% lbs; 3-ton, 3614 lbs; 6-ton, 63 Ibs. 


S&G MFG. CORP. Wrile to our York, Pa., office for Bulletin DH-56A 


rovoxe |! WRIGHT HOISTS 


NEW ORLEANS 10, LA. Wright Hoist Division * American Chain & Cable Company, inc AC 


phone cables under Air 
Pressure. 





Many other accessories and plastic air supply lines are avail- 
able for pressurizing systems. 


WRITE FOR ACCESSORY CATALOG 





York, Pa., Atlanta, Chicago, Denver, Detroit, Houston, 
Los Angeles, New York, Philadelphia, Pittsburgh, 
San Francisco, Bridgeport, Conn. 






PHONE: JA. 5-3142 
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SAVE *‘COPPER DOLLARS’’... PLUG 
IN HALLAMORE E-REPEATERS 


Hallamore field engineers, working with telephone company engineers and 
engineering consultants, have discovered how to save your company “copper 
dollars,” when building new outside plant or when bringing about transmission 
improvement on existing facilities. Using Hallamore produced, negative im- 
pedance E-Repeater equipment, field-proven as most economical and trouble- 
free, they plug in versatile amplifying power, instead of hanging—or burying— 
costly copper cable. 15 circuits or 1500, there are important economies in the 
application of Hallamore E-Repeaters and allied equipment. A qualified 
Hallamore engineer will be pleased to consult with you, or we will send detailed 
descriptive material at your request. Note... Immediate delivery 1s available. 
Hallamore Electronics Company, Telephone Dept., 714 Brookhurst St., 
Anaheim, Calif. « A Division of The Siegler Corporation. \ 





Economics of E-Repeater 
Installation Told by Hallamore 
Transmission Engineers 


ELEPHONE COMPANY engi- 

neers and engineering consultants 
are finding important savings for their 
companies and clients, while maintain- 
ing, or increasing efficiency of opera- 
tion, with the application of E-type 
repeaters. 

As an example; installed costs per 
circuit mile of cable are estimated as 
follows: 24H88 — $78.00; 22H88 — 
$90.00; 19H88 — $114.00. And two 
recent E-Repeater installations pre- 
sented the following picture (includ- 
ing repeaters and all associated 
equipment, such as mounting shelves, 
power distribution panels, and 130 
volt power supplies): 100 E2 Re- 
peaters — $110.77 per circuit; 54 E2 
and E3 Repeaters—$226.35 per circuit 
(one E2 and one E3 Repeater were 
used on each of these circuits to obtain 
high gain). 

With the obvious difference of $24 
per circuit-mile between 19 and 22 
gauge cable and $28 per circuit-mile 
between 22 and 24 gauge cable, it 
takes very little distance to “prove in” 
E-Repeaters. 

Use of finer gauge wire makes 
possible placement of cable carrying 
many more pairs, with resultant 
underground duct and pole line sav- 
ings. An additional sizeable capital 
saving is realized because of the fact 
that all the repeaters are not required 
with the initial cable installation. 
Repeaters are purchased only as nec- 
essary to accommodate circuits actu- 
ally in use. 

When changing the wire center for 
an area, it is not necessary to replace 
existing copper to obtain transmission 
improvement. Leave in the old fine 
gauge plant—just add repeaters as 
required. 

There are more E-Repeaters in 
operation today than those of any 
other design. They are still the most 
stable and uniformly reliable negative 
impedance repeaters on the market — 
yet the best costs no more. 
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LARK IS “HAPPY ‘TALK” 


FOR A BIG 
TELEPHONE COMPANY | 


ea 21.2 miles per gallon of gasoline is only a part of the fine record for savings FY With 10,000 


miles now on each of their Larks, the Motor Vehicle Superintendent of this Telephone and Telegraph 


Se 


en 


company reports: “Oil consumption is negligible. No repairs, no parts purchased as yet.” > Larks 
are in demand from his car pool—“Drivers like their ease of handling in traffic.” FP While we 


cannot name this company, the actual testimonial is in our files at South Bend—with many others. 





TELL US MORE ABOUT LARK SAVINGS! 


BUDGET-WISE BUYERS Fleet Sales Division, Studebaker-Packard Corp. } 


South Bend 27, Indiana 


A ( ) Send us informative literature only. 
LO VE THA TAR BY STUDEB A KER ( ) Have a Factory representative call me for an 
ore inst ba ‘ ‘ : Rr : appointment. 
Please print 


a a ee 
Proven by 750 million miles of owner use pees 
COMPANY. 


ADDRESS. 


TEM-1-15-6 
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—_——EDITORIAL——— 
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“That Exeise Tax Expiration Date’ 


~ AST YEAR we applauded when the telephone 
industry and its subscribers won the first 
round in their long fight for repeal of the unfair 
and discriminatory excise tax on telephone serv- 
ices. 

This credit for a well-done job came after 
President Eisenhower signed a tax law contain- 
ing an amendment scheduling the long-overdue 
end of the 10 per cent excise tax on local tele- 
phone service and all private line telephone serv- 
ice which interconnects with a local exchange for 
June 30, 1960. 

However, while at first it appeared that the 
telephone companies and the users of their serv- 
ices had scored at least a partial victory, our 
studies of the action prove to us that another 
hard battle is ahead for the telephone industry 
and its subseribers if the federal excise tax on 
local telephone services actually is to be brought 
to an end on June 30. 

As we see it, the biggest single problem appears 
to be that the 1959 tax law puts local telephone 
service into a “package” of more than $4. billion 
in tax revenues which will be lost to the federal 
government on June 30 unless Congress acts to 
extend the taxes. 

Emphasis to this point was given by Chairman 
Harry F. Byrd (D., Va.) of the Senate Finance 
Committee and Chairman Wilbur D. Mills (D., 
Ark.) of the House Ways & Means Committee in 
their discussions with the press after the con- 
ference completed its deliberations last year. 

In fact, Senator Byrd and Representative Mills 
went out of their way to describe the termination 
of the excise tax on local telephone service as 
being part of next year’s “package” subject to 
termination, and added that the action of the 
conferees gives the local telephone tax no prior- 
ity over the Korean war tax rates subject to ex- 
tension. 

All in all it does not require any particular 
knowledge of Washington affairs to come out of 
the whole situation with one inescapable con- 
clusion: In the absence of vigorous protests, Con- 
gress will go ahead and extend the local telephone 


tax for “one more year” and continie to ignore 
the status of excise levies on long distance tele- 
phone service, wire and equipment service, and 
telegraph services. 

This conclusion serves to bring another fact 
to the front. And that fact can be based on the 
knowledge that once again the real power, the 
pressure that can force action on the telephone 
excise tax problem lies in the hands of the na- 
tion’s telephone users. 

Last year the impact of telephone users writ- 
ing their Congressmen and urging repeal of ex- 
cises on telephone services was clearly evident. 

In February, 1959 the Wall Street Journal re- 
ported, “Congressmen say they’re swamped with 
mail from home to lift the phone tax. . .”” In June, 
1959, Leon Roberts, USITA’s Director of Infor- 
mation reported “Some Congressmen are being 
inundated with letters from telephone users tell- 
ing the legislators they don’t like the telephone 
tax on telephone service .. .” In June, 1959 one 
Congressman from Illinois stated, “I have receiv- 
ed more mail on the telephone excise than on any 
other piece of legislation before Congress since I 
have been here in Washington...” 

But last year and the progress made last year 
belong to the history books. And we believe the 
progress made in 1959 will grow in effectiveness 
if there is an immediate upsurge in the efforts 
of all members of the telephone industry and 
their subscribers to again impress upon all Con- 
gressmen the fact that the excise tax on telephone 
services is unfair and discriminatory, and should 
be completely repealed. 

We believe that upsurge in joint efforts of the 
industry and its customers is important. Unless 
it comes about and produces a continual flow of 
letters to Washington that will impress each Con- 
gressman with the fact that the people back home 
are expecting him to do his part to produce the 
complete elimination of excise taxes on telephone 
services, we think that old one about the chances 
of a snowball’s survival in July aptly applies to 
the June 30th termination date for the excise tax 
on local telephone service! 


(The foregoing editorial, although copyrighted, may be reprinted in whole or in part 
without charge provided the publication’s name and address are shown on the reprint, four 
copies of the reprint are filed with this publication, and publisher is advised of number 
of reprints made. This legend need not appear on the publication.) 
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‘*THERE IS NOTHING FINER THAN A STROMBERG-CARLSON 


‘The 
trace 


on an oscilloscope 


in the Stromberg-Carlson 


telecommunication research 


laboratory was the starting point 
of greater profit for you. The development of XY° Toll 
Ticketing System had its breakthrough here. A trace on the 
‘scope told our research engineers that pulses could be recorded 
on magnetic tape while the tape was stopped. This was the 
final key that unlocked the economies of the XY Toll 
Accounting System for you. 

This system is designed to produce greater operating profit. 
It is fully automatic; requires little manual attention; 
no need to change or transfer tapes. The system is centralized 
and self-contained, giving you readout plus accounting 
at your convenience, under your control. 

All this adds up to more profitable DDD revenue now. 
Get the full story from your Stromberg-Carlson representative. 
In Atlanta call TRinity 5-7467; in Chicago STate 2-4235; 
in Kansas City HArrison 1-6618; in Rochester HUbbard 2-2200; 
in San Francisco OXford 7-3630. 


STROMBERG -CARLSON 
a vivision ofr GENERAL DYNAMICS 











NOMINAL WEIGHTS OF FINISHED WEATHER-RESISTANT WIRE AND CABLE 


(oxeye) ols] an--m O10) 0) olc1 aw Vile) mm Orelalel lei cela. 


Conductor Size | URC Type 
AWG or Mcm | 


Double Triple Type 
Braid Braid 


Nida: lalelste| 


) 


This table shows 


Neoprene 


Feet 


P-\iUlastialelaam Ovelale [len cel as 


Polyethylene Polyethylene . 
Type Type q Type 


Neoprene 


Sources: American Standards Association Specifications 





POLYETHYLENE covered line wire weighs less 


Because it’s the lightest, polyethylene-covered 
line wire is the easiest for linemen to string 
up...hardest for ice and snow loading, gale- 
force winds to bring down. 


Polyethylene-covered line wire, depending on size and con- 
ductor, weighs from 5% to 32% less than other types. That’s 
what the figures in the specifications tabulated above show. 

This, of course, is no news to linemen who have strung 
all types of weatherproof line wire. They may not be able 
to quote pounds and percentages, but they all know you 
can’t beat polyethylene on weight. 


Linemen’s Favorite Material 


Light weight means easy handling, one of the main reasons 
polyethylene rates tops with installation crews. They also 
like polyethylene wire because it’s clean... free-stripping... 
has a smooth, self-lubricating surface that almost makes 
pulling a pleasure. And despite the exterior slip, the plastic 
covering hugs the conductor tightly, doesn’t ruffle as it goes 
over crossarms. 
“‘Built-in’’ Safety Factor 


Polyethylene’s lightness provides lasting mechanical advan- 
tages, since span loads don’t tax supports as much as heavier 
type wire. This “built-in” weight safety factor pays off when 
violent storms push aerial construction to strain limits... 
when ice and snow loads topple heavier lines. 

* An added factor in polyethylene wire’s ability to stay up 
under adverse conditions is its smaller diameter. It offers 
less resistance to wind, a smaller surface for ice build-up. 


Winning Combination 


Called the “closest to the ideal covering for line wire,” poly- 
ethylene is outstanding in other respects too. The shield it 
forms over wire is continuous...tough... resistant to aging, 
weathering, moisture, abrasion by lashing branches. It’s good 
for decades of superior service marked by fewer outages, 
minimum maintenance. 

When you order covered wire and cable, make sure the 
coating is made with PETROTHENE® polyethylene resins. 
PETROTHENE polyethylene costs no more, but it gives you 
premium weather and stress-crack resistance, 

Polyethylene’s advantages are outlined in an informative 
new U.S.I. data sheet, ‘““Polyethylene...The Best Line Wire 
Covering.” Also available is a data sheet showing properties, 
applications and specifications of PETROTHENE polyethylene 
compounds. Send for your copies today. 


U. S. Industrial Chemicals Ce. 
Division of National Distillers and Chemical Corp. 
99 Park Ave., New York 16, N. Y. 
Please send me: 
() ‘‘Polyethylene...The Best Line Wire Covering” 
C) “PETROTHENE Resins for the Wire and Cable Industry” 


Name: Title: 


Company: 


Address: 






USTRIAL CHEMICALS CO. 


Division of National Distillers and Chemical Corp. 
99 Park Ave., New York, 16, N. Y. 
Branches in principal cities 
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By ALEXANDER J. FALK* 


Director, Communications Industries Division, 
Business and Defense Services Administration, 
U. S. Department of Commerce, 

Washington 25, D. C. 


New Dimensions 


In The 


Communications 


Industry... 


A SPECIAL TE&M REPORT 


E HAVE just entered the most promis- 
ing decade in the history of Western 
civilization. Our standard of living is 

it an all-time high. Technical advances are challenging 
uur industrial might on all frontiers. The internation- 

*The writer is indebted to other divisions of BDSA 
ind other Bureaus of the Department of Commerce for 


some of the statistical information used. Information 
urnished by industry also has been of great assistance. 


al situation more favorable than at any time since 1939 
and President Eisenhower’s recent visit to eleven foreign 
countries indicates United States popularity is in the 
ascendancy. 

The explosive sixties should bring unparalleled pros- 
perity to all facets of our economy, especially the service 
segment of which the communications industry is a part. 


The communications industry should be in the forefront 
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in the surge to new economic dimensions. As to the im- 
mediate outlook — the industry will advance to new 
highs in 1960. 

What prompts this optimistic prognosis of a decade 
that is still in its infancy? Why should 1960-1970 stand 
out for its economic potential? There are many factors, 
and some of the primary elements affecting the com- 
munications industry are basic; but, when examined to- 
gether, it becomes obvious that our horizons are un- 
limited. 


Population and Households 

IRST, let us look at population. An accurate projec- 

tion of population growth is difficult and there are 
many estimates available. The Bureau of the Census 
recognizes that the task involves many inponderables; 
however, the most reliable estimate comes from this 
Bureau in which they utilize the current rate of pro- 
ductivity. The following table indicates population and 
-the number of households from 1900 to 1970: 


As of July Ist 


Year Population No. of Households 
(millions) (millions) 

1900 75.9 15.9 

1950 150.7 42.8 

1960 120.1 52.4 

1970 213.8 62.9 


Source: U. S. Bureau of the Census, Statistical Abstract of the United 
States: 1959 (Eightieth Edition) Washington, D. C. 


Projected population for 1970 is shown as 213.8 mil- 
lion and the number of households is estimated at 62.9 
million. The increase in both units of measure is start- 
ling, but the important factor for our industry is that 
while the population has increased almost three times 
since 1900, the number of households has increased by 
four. This trend should continue as people are marrying 
younger, new housing starts will increase, and the large 
group of so-called “war babies” will enter their twenties 
in this decade. 


Family Income After Taxes 
OPULATION by itself does not necessarily indicate 
prosperity. As a matter of fact, in some areas of the 
world, quite the contrary is true. More people do mean 
more markets, but will these people have the income to 
consume our products ? 

According to the Office of Business Economics, De- 
partment of Commerce (Survey of Current Business, 
April 1959), our average family income after taxes 
(1958 dollars) was $4,760 in 1947. In 1958 it advanced 
to $5,610. While no authoritative projections can be 
made for future estimates, there are indications based 
on our present employment and the current rate of 
family income after taxes that the average income should 
attain $6,800 by 1970 in terms of 1958 dollars. At this 
level, nine out of ten families should have some discre- 
tionary income, and the marketing practices of all indus- 
tries will compete for this discretionary dollar. 

Frederick R. Kappel, president of the American Tele- 
phone and Telegraph Company, estimates that families 








The Author, ALEXANDER J. FALK, is Director, Com- 
munications Industries Division, Business & Defense Serv- 
ices Administration, U. S. Department of Commerce. 


with incomes in excess of $3,000 are at the “telephone- 
buying stage.” Yet today, with an average family in- 
come approaching twice that figure, one out of five 
families do not have telephones. Perhaps this points up 
the need for a vigorous program of effective marketing 
to attain more sales together with more and improved 
service. In this regard the industry’s trade association 
will be increasingly more potent in providing motiva- 
tion. Effective marketing will mean more revenue, en- 
hance the communications industry’s importance in the 
total economy and should finally result in our industry 
being the beneficiary of its proper share of the discre- 
tionary dollar. 

Traditionally, the number of telephones in the United 
States has closely paralleled population growth. As this 
decade opens we have almost 71 million telephones and 
a population of 179,255,005 as of this writing. This 
averages 39.7 telephones for each 100 people. The graph 
(See Figure One) projects these figures to 1970, at 
which time there should be approximately 121 million 
telephones in the United States, or 56.6 for each 100 
people. 

This projection is based on the current population 
growth, Gross National Product. new families, new 
housing starts and the increased longevity of our peo- 
ple. If time shows an acceleration of population growth, 
the increase in the number of telephones will be affected. 
A very material factor will also be the virility of the 
entire industry’s marketing and service expansion pro- 


grams. 


Equipment Promotion & Sales 
HE PRODUCTION and _ sales of communications 
equipment manufacturers to a considerable extent 
are dependent upon the economic climate of the com- 
munications operating industry. In this connection the 


communications equipment manufacturers’ total sales 
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approximated $980 million in 1950 and have steadily 
increased to $2.65 billion for 1959. It is estimated that 
1960 will show the industry entering into new highs 
and expanded dimensions. By 1970 sales of communica- 
tions equipment manufacturers could reach $1 billion 
or more. 

It is interesting to note that one of our maufacturers 
of communications equipment ranked tenth in total sales 
among the nat’on’s 500 largest industrial corporations 
during 1958, according to a survey by a national maga- 
zine. Although the manufacturer was 17th in total profits, 
the company ranked 274rd in profit per dollar of sales, 
a rating which reflects its contribution towards provid- 
ing good communications service at the lowest cost con- 
sistent with sound business management. Figuring its 
return on investment, the company ranked 221st. 

Some economic considerations which are of interest 
because of the varying and material effect of the indus- 
try s operations on the total economy are being cited 
for the reader's interest. 

It is anticipated that total communications companies’ 


(commen carriers) operating revenues in 1959 will 


reach a littlke more than $8.5 billion: total construction 


expenditures for buildings, outside plant including 
cables, and switching equipment will approximate nearly 
$2.6 billion; total plant investment for 1959 should ap- 
proximate $26.5 billion, and total employment in the 
industry will amount to 750 thousand in 1960. 


More than 4,100 companies supplied communications 


service in the United States in 1959, each serving a par- 











ticular geographic area connected with a nation wide 
network. For the year 1959, average daily conversations 
are expected to total nearly 266 million, of which 10 
million are toll calls. Over 130 million domestic public 
(printed) record messages will be delivered in 1959: 
transoceanic public messages will amount to more than 
22 million containing more than 500 million words; and 
purchases for materials, components and parts in 1959 
amounted to over one billion dollars affecting some 
10,000 suppliers. 

Total taxes paid from revenues of the communications 
industry in 1958 approximated $1.62 billion and supple- 
menting this another $625 million in Federal excise taxes 
were collected from users and paid to the Federal Gov- 
ernment. Commenting on the latter item, it is signifi- 
cant that this industry’s financial contribution to gov- 
ernment is enormous. It might also be mentioned that 
huge new capital expenditures are required for the ex- 
pansion of facilities every year and that interest pay- 
ments on that part covered by bond issuances has a 


considerable effect in the money market. 


New Developments & Broadening Services 
ECOGNITION for the need of and the decision to 
expend large amounts of money for research and 

development in the communications industry has helped 

this country’s defense posture and enabled the industry 


to keep moving ever forward in new developments and 


broadening services. Expanded services, after all, increase 


the value of the telephone to the customer and the extent 
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to which he can make use of it. The industry’s product 
and marketing planning will be more and more in evi- 
dence. During the last several years direct distance dial- 
ing has become a reality in many metropolitan cities 
throughout the United States. 

The development of radio for communication service 
has been outstanding and there is every indication that 
microwave transmission will materially increase in the 
next decade as it offers more communications channels 
at a lower cost than wire or cable. However, expanding 
use of this technique to a large extent depends upon the 
availability of frequency assignments. There are many 
demands by other parts of industry for frequency space 
and these assignments to a large extent should be deter- 
mined upon a priority basis depending upon the essen- 
tiality of the communications industry and its ability 
to serve the largest number of users thus conserving 
available space in the frequency spectrum. There is every 
indication that the requirements of the communications 
industry will reach sizeable proportions, especially in 
this space age and with the further development of 
satellite communications. 

The advantage of microwave, as pointed out above, is 
indicated by an announcement that the printed record 
segment of the industry (telegraph) is embarking upon 
a radio beam system from coast to coast, with a size- 
able increase in capital expenditure in 1960. The record 
industry will greatly improve the speed of handling mes- 
sages in the next decade by the use of facsimile and high 
speed push-button transmission, microwave and elec- 
tronic carriers (carrier circuits), thus enabling tele- 
grams and cablegrams to move faster and more effi- 
ciently than ever before. 

Underseas cables are being laid as fast as markets are 
available. Four major cables have gone into operation 
since 1956, others are being laid, and a 100 voice chan- 
nel Hawaii-Japan cable is planned for the near future. 
Increasing trade with the Far East and other previously 
untapped markets will necessitate more cables which are 
already under consideration. 

New customer designs are in the offing. In this con- 
nection, colored telephones have become popular for 
the modern home. New telephone instruments are mak- 
ing their appearance and should contribute to increased 
market results and services. Soon a hands-free telephone 
will be commonplace for the busy executive’s desk. There 
will also be automatic dialing which will require only 
the push of a button to ring a pre-recorded number. New 
demand horizons will open in the next decade for data 
transmission as another service now being offered 
to telephone users. In the next decade the whole general 
economy will be organized on the extensive flow and 
use of data throughout the business world. Such informa- 
tion as ordering, shipping, scheduling, accounting, in- 
ventory control, and personnel administration will be 
transmitted over telephone and telegraph channels as 
the economy is geared to our ever expanded markets in 
this decade and our modern concepts of speed and serv- 


ice. 
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The use of communications in motor vehicles should 
become fairly common within the next decade. Phono- 
vision should come into limited use in this decade. 

The revolution in electronics, which the invention of 
the transistor by the Bell Telephone Laboratories her- 
alded, forecast an explosive evolution of technologies 
that have been so rapid as to be revolutionary. Wide 
application is only now at hand. Transistors, printed wir- 
ing boards and diodes are responsible for great progress 
in miniaturization of assemblies and components used 
today in missiles, computers, rockets and electronic gear. 

This technological advance has made possible a de- 
velopment in the industry known as electronic switch- 
ing equipment. This equipment is scheduled for a field 
trial in 1960 at Morris, Illinois. A complete all-electronic 
telephone exchange is planned for London, England, next 
year. Electronic switching is a reality, but, at present, 
compatibility tests are needed and the cost is not yet 
competitive. 

The record communications industry is making great 
strides in providing better service as evidenced by a new 
extended service just offered known as (telegraphic ex- 
change) “Telex” communications, whereby the Telex 
subscriber to make a call simply presses a starter but- 
ton and dials the desired number of another subscriber 
and the connection is made immediately. The connec- 
tion can be terminated from either end by depressing a 
stop button. This service permits the Telex subscriber to 
dial 24 hours a day for automatic two-way record com- 


munications. 


“On the Threshold of a New Era...” 
O WE HAVE more people, more families, rising con- 
sumer spending for services, more money and new 
products. Consider also a more stable international sit- 
uation and increasing foreign trade. The Gross National 
Product should exceed 700 billion dollars by 1970. Our 
labor force is more mobile — we are facing greater de- 
centralization and these suburbanites will be building 
new homes, buying more communication service, re- 
quiring more and better service, all of which will pro- 
vide the entire industry with new opportunities. 

While the entire communications industry will be of- 
fering more and improved service and by-products, the 
economic well being of the industry is dependent to a 
great extent upon the attitude of the public and regula- 
tory commissions, during the coming years. It is neces- 
sary that the industry be provided good earnings and 
the same treatment accorded to other essential advanc- 
ing industries so that it may in turn furnish to their 
customers through the years ahead an ever-increasing 
important communications service. 

We stand on the threshold of a new era, and the en- 
tire communications industry faces new dimensions in 
expansion and facilities. The challenge is before us. Are 
we going to pick up the gauntlet and secure our part of 
the discretionary dollar? If the answer is yes this decade 
will soar to higher and higher attainments and resultant 
prosperity for this industry. —- Alexander J. Falk. 




















By JAMES L. MORRISON 


General Commercial Superintendent, 


West Coast Telephone Co., 
Everett, Wash. 


Your customers may not express themselves, but you can be certain that each 


one has an opinion about his telephone service. If the opinion is unfavorable 


you can expect to hear all the details when you ask for your rate increase. 


N THE PREVIOUS installment we considered a num- 

ber of factors such as politics, economic climate and 
sales effort which have a direct bearing upon your 
ability to receive a rate increase. 

When all is said and done there is one final factor 
which determines your ability to obtain rate relief. This 
is public relations. Actually, we mean customer relations 
because these days just about everyone has a telephone. 

The quality of your telephone service largely deter- 
mines customer opinion about you. On the street you 
may be a nice guy to meet and know but in the last 
analysis you are judged in direct proportion to how 
you treat people. Certainly, you are not treating people 
right if you do not give them good telephone service. 

You are an unusual case if you can’t list the minus 

s well as the plus factors in your company and in the 
‘rvice you give. No one provides perfect service and it 
ould be uneconomical to try. Rather, it is a matter 
f honestly facing up to the deficiencies you should 
yrrect. It is far better to answer to reality in the priv- 
‘y of your office than publicly at a rate hearing. 
If you were a big corporation you'd be spending 
iousands, even millions, trying to get people to like 
su. If they already liked you then you’d try to keep 
iem from changing their minds. You would run lots of 


advertising, sponsor television, hold press conferences 
and print fancy brochures. Probably these things would 
do some good. Your problem is on a smaller scale. It is 
not, however, any less important. Even though cus- 
tomers may not express themselves you can be certain 
that each one has an opinion about his telephone service. 
If the opinion is not favorable you can expect to hear 
all the details as soon as you ask for a rate increase. 


One Company’s Experience 
NLY A FEW YEARS AGO in a small midwestern 
town the telephone man petitioned for a rate in- 
crease. He served a few hundred customers in a normal- 
ly quiet rural area. When the application came down 
for hearing over four hundred people turned out. (He 
didn’t have that many customers.) The crowd was so 
large that the Commission had to abandon the city hall 
in favor of the consolidated high school. Everyone want- 
ed to protest his poor telephone service and testimony 
was taken until 9 p.m. that night. Three weeks later the 
Commission issued its order denying the rate increase 
and two months later the company had new management. 
Sometimes customers don’t wait for a rate hearing 
to express their feelings. In another small town service 
was also very poor. One night when the telephone man 
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figured he was at peace with the world a delegation of 
local citizens called at his house. They told him they 
didn’t like his service and were tired of seeing their 
requests for improvement go unanswered. They informed 
him they were done with his service and would build 
their own telephone company. Less than a year later 
the new company was providing vastly improved service. 
The telephone man lost most of his investment and 
moved out of town. 

Clearly, then, customers have a big voice in whether 
or not you will obtain rate relief. Even though you can 
prove an open and shut need for relief, the Commission 
will not ignore customer sentiment. 


Customer Relations Formula 

F YOU GIVE good service, treat people in a friendly 

manner and once in awhile go out of your way to do 
something nice for someone, you won’t have customer 
relations problems. The little things that do come up 
can usually be solved in ten minutes of friendly conver- 
sation. 

Essentially, that’s the formula for good public rela- 
tions: Good service and friendly conversation. 

Let people know what you are doing. Almost any 
improvement in telephone service affects a lot of people 
and you will find they are interested. Let people know 
about your problems. Ask their advice. This is a sure 
way to win friends, but remember that people won’t be 
interested in your problems unless they feel you are 
interested in theirs. 

Not so long ago in another small, rural community 
a rate hearing was in process. Aside from the partici- 
pants in the case, the town hall was empty except for 
five men seated together halfway back in the room. The 
presentation of evidence moved right along, cross ex- 
amination was brief and no opposition had appeared. 

In the last minute before the hearing closed the pre- 
siding Commissioner addressed himself to the five on- 
lookers. Since, he said, they hadn’t entered an appear- 
ance but had troubled themselves to attend the hearing 
perhaps they had something to say before the record 
was closed. 

One of the men rose from his seat. “Nope,” he said. 
“We don’t have anything to say. The telephone man 
here is our friend. He’s part of our community. We just 
figured we'd better come over in case some smart alec 
came in here and tried to put a stop to his raise going 
through.” 

You, too, must be an important part of your com- 
munity. Important in the sense that folks consider you 
an asset. If you are helping the community to grow and 
prosper and be a good place to live, customers will 
want to see you stay in business. 

A few years ago a large private power company in 
the West was seriously threatened with going out of 
business. Their service territory was being lost to public 
utility districts. In election after election power custom- 
ers were voting in PUD’s with authority to condemn 
and take over the area. Company officials did some seri- 
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Probably you have had 
at least two rate pro- 
ceedings in the past 15 
years. Chances are the 
proceedings were some- 
what distasteful. But 
you have had a lot of 
company, for no one 
likes to go through a 
rate proceeding. It is 
not a simple process, 
but the tips Jim Morri- 
son will give you in each chapter of his new series 
will prove that proper preparation for a rate case 
makes rate relief easier to obtain. 

We hope each TE&M reader will carefully study 
each chapter of Mr. Morrison’s article. His sug- 
gestions will prove that the company seeking a 
rate increase has an opportunity to do more than 
win a rate case. With adequate preparation, the 
company can educate its customers, build good will. 
and win new friends . . . (And here’s a tip — TE&M’s 
Educational Division will prepare a book containing 
all chapters of Mr. Morrison’s article following 
publication of the complete series. Let us know 
how many copies you will need. The price will be 
$1.00 per copy.) 
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ous head scratching and concluded that their hope for 
survival depended upon the extent to which they could 
become a truly important asset in each community 
they served. 

A plan was developed in cooperation with all em- 
ployes and everyone in the firm set out to make the 
company a community asset. Employes became wheel- 
horses in community activities, and where activities 
didn’t exist they created some. They were so successful 
that they stopped losing elections and former customers 
began inviting them to come back into communities they 
previously served. They were so successful, in fact, that 
the PUD’s began to worry about their existence. 


“Know Where You Stand” 
HE IMPORTANCE of good customer relations can- 
not be minimized. Without it you can lose your rate 
case. With it you will find that rate relief is much easier 
to obtain. In any event, it is most important that you 
know where you stand with your customers. 

If customer relations are not good you might as well 
proceed with your application anyway because there are 
no last minute gimmicks for solving this problem. Con- 
sider, however, that irate customers may remove their 
telephones if you receive a rate increase. 

This happened in one Midwest community. Twenty 
per cent of the subscribers cancelled their service and 
it was months before the last die-hard ordered back his 
telephone. The financial loss to the company was serious 
and the customers will probably never know how close 
they came in carrying out their vow to break the man- 
agement. 


Poor customer relations and rate case opposition 
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asually go hand in hand. Occasionally you will encounter 
opponents who are merely playing a game on the basis 
that they just might block a rate increase. Politics can 
also be a factor. 

Ordinarily, however, opposition is a natural out- 
growth of customer sentiment which has smoldered 
along waiting for a chance to burst out. Your rate case 
is that chance and customers react like a wall of water 
after the dam breaks. Letters go in the mail to the Com- 
mission. Most of them portray you as some kind of a 
bum. Somebody whips up a petition. 

In one state the Commission received a petition that 
bore 340 more signatures than there were customers. 
Investigation revealed that telephone users in two neigh- 
boring towns had signed up. Everybody wanted to get 
into the act, even though the adjacent towns were served 
by another company. Someone passes the hat to hire a 
lawyer. On the day of the hearing the meeting place is 
full of people who have nursed a grudge for months 
and wouldn’t miss this opportunity to give you a piece 
of their minds. 

You may get your rate increase, but why do it the 
hard way? Sixty per cent of the people at that hearing 
don’t want to testify against you. When you pin them 
down they don’t have real gripes. They just want to let 
you know they are human beings and need a little atten- 
tion. All these months they wanted you to fuss over them 
once in awhile and let them know you appreciated their 
business. They feel particularly keen about this because 
they don’t have any choice about where they get their 
service. These people want to be your friend if you will 
meet them half way. 

Twenty per cent of that crowd doesn’t care one way 
or another what happens. They had nothing else to do, so 
decided to attend the hearing. Maybe they would see a 
fight or something. 


Nineteen per cent of that crowd are there because 
they want to learn something. You forgot to give con- 
vincing reasons why you needed rate relief and, since 
they don’t know, they figure they better show up just 
in case you are trying to cheat them. 

One per cent, just one little per cent of that crowd, 
is out to get you. At one time or another you did them 
wrong and now they have a chance to get revenge. Or, 
maybe they are just plain mean. Some folks seem to 
be born that way and spend the rest of their lives trying 
to prove it. 

Assuming, of course, that you provide pretty good 
ervice, it is fully within your power to reduce that 
rowd by not less than eighty per cent. If you carefully 

nd sincerely explain to your customers, in advance, 
xactly why you need rate relief, twenty per cent will 
ay home. If you regularly give your customers some 
ttention and show them that you are interested in them 

id care about their problems, sixty per cent of that 

owd will stay home. You need not worry about the 

maining twenty per cent. The means ones will always 
mean and the nineteen per cent are just loafing. 

Rate case opposition is like the drunken driver. He’s 


an accident going somewhere to happen. It’s your job 
to prevent that accident. You can do it unless you are 
like the fellow in the cartoon who believes that “people 
are no damn good.” 

Remember, too, that good customer relations is not 
the whole story. The men who work at the Commission 
also need some attention. Go see them once in awhile, 
especially when you aren’t asking for something. If you 
have a problem, seek their advice. They work with a 
lot of telephone companies and can be of real help to 
you. Even if you know a lot about rate making the 
Commission can probably suggest something new. Don’t 
20, however, unless you are sincere. 

Yes, the climate in which a rate case is filed is extreme- 
ly important. In the last analysis it is the most important 
factor. Money alone is a somewhat hollow victory. The 
real satisfaction comes after the rate order when you go 
back to the business of everyday service for friendly 
customers. — To be continued. 
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EDITOR’S NOTE 


In the February 15 issue of 
TE&M Mr. Morrison will 
discuss (1) planning the rate 
increase; (2) the dollar 
amount of the increase; (3) 
accounting results; and (4) 
other important decisions .. . 
If you missed Chapters One 
and Two of this article, 
write for copies. 
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Book Reviews 


“Analytical Transients,” By T. C. Gordon Wagner; 
202 pages, 6 x 9, $8.75. Order from Educational Divi- 
sion, “Telephone Engineer & Management,” 7720 Sheri- 
dan Road, Chicago 26, Ill. 

The author presents the means of acquiring the more 
advanced mathematical knowledge necessary for a 
greater understanding of network analysis, Fourier 
series, and the LaPlace transformation. 

An especially significant chapter concerns the be- 
havior of linear systems of differential equations and 
the influence of discontinuous driving functions upon 
their solutions. In the section on stability, a general ap- 
plication of Sturm’s and Routh’s theorems is supplied. 
Professor Wagner has included some applications of the 
LaPlace transform to the solutions of the partial dif- 
ferential equations of transmission lines. 


“Linear Network Analysis,” By Sundaram Sesha and 
Norman Balabanian; 571 pages, 6 x 9, $11.75. Order 
from Educational Division, “Telephone Engineer & 
Management,” 7720 Sheridan Road, Chicago 26, Ill. 

This book develops the foundations of network theory 
carefully, smoothing out the transition between (a) 
steady-state and transient responses, (b) time and fre- 
quency responses, and (c) analysis and synthesis. 
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Is The “Chief Operator” Title Obsolete? 


The title “Chief Operator” has had its day. Today’s Chief Operator is 
a top administrator. In most companies she is responsible for more 
employes than any other individual. Perhaps it is time to realize the 
chief operator is one executive who deserves a more descriptive title. 


NE OF the avowed purposes of 

Traffic Lights is to stimulate 
thinking —- and what we are about 
to write may cause absolute consterna- 
tion instead of just plain thinking - 
so please be calm and don‘t jump to 
conclusions. 

From our experience we know that 
most Chief Operators have been oper- 
ators for at least a part of their lives, 
so the first thing we want to ask is 
“Why is it necessary to select someone 
who has been an operator to be the 
Chief Operator?” 

Maybe it is the title “Chief Oper- 
ator.” Does this connote something 
which has grown into the business 
historically which we all accept with- 
out challenge? 

Over the years we have had small 
operator groups. There have been 
numerous central offices of from one 
to 10 positions. These are on the way 
out. Indeed most small operator of- 
fices have already been eliminated in 
favor of CDO’s with the operating 
done by larger work groups. The com- 
panies which operate a variety of of- 
fices recognize the economic penalty 
of the small office due to the inef- 
ficiency in load carrying. 

The title “Chief Operator” has ap- 
plied pretty well to the small operat- 
ing groups because her duties have 
often included some operating as well 
as other things. 

As we get into larger operating 
units, however, we find the person in 
charge is a great deal more than a 
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The Author, D. A. PERIGO, is 

general traffic superintendent of 

the West Coast Tel. Co., Everett, 
Washington. 


“Chief Operator” — she is an admin- 
istrator. Some central offices are large 
enough to require more than one 


Chief Operator. 


The Facts 

CO’ COURSE, everyone expects a 
“Traffic Man” to come to the 

defense of his department — but let’s 

take a closer look at some of the tele- 

phone facts of life. 

A “Chief Operator’s” work force 
in any telephone company has more 
contacts with the public (our custom- 
ers) in a normal workday than the 
employes of all other departments 
combined have in a month. (If you 
don’t believe this, add them up!) 


Under these circumstances we would 
say that if you need a public relations 
expert any place you need one in your 
central office. 

In any part of our business except 
traffic the work load is assigned to 
the employes. In traffic the employes 
are assigned to the work load. This 
means anticipating the load at all 
hours of the day, and on different 
days of the week. It means seven days 
a week instead of five. 

What management employe in your 
company is responsible for more em- 
ployes than your Chief Operator? In 
most companies the Chief Operator 
has a much larger group than any 
other individual. 

When a customer comes into your 
business office he will gladly wait for 
one minute for service. When an in- 
staller or repairman has an appoint- 
ment with a customer it is approxi- 
mate and one minute makes little dif- 
ference. How many times can your 
traffic people let the customer wait 
one minute before the General Man- 
ager hears about it? 

Due to the type of work, traffic 
costs are more easily measured than 
in other departments and this makes 
the Chief Operator an easy victim of 
higher management if the costs appear 
to advance too rapidly. 

We think we have pointed out a few 
items that will cause you to stop and 
think the next time you select a Chief 
Operator — but we want to list one 
very great hazard, namely aptitudes. 

Too often an operator has been 
started on the road to becoming a 
Chief Operator because she was the 
best operator in the office. The best 
operator may make a good Chief Op- 
erator — but the odds are against it. 
The very aptitudes that make her an 
outstanding operator are likely to 
work against her in a management 
position. Again, remember we are not 
speaking of an office with 10 oper- 
ators, but of larger ones where the 
Chief Operator must successfully dele- 
gate work to others. 

Now, maybe Traffic people will 
hate me for this, but let’s remember 
we work for a company and the de- 
partment is only a part of the com- 
pany. It follows, then, that competi- 
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Fundamental theory and practice for 
modern electronic communication 


Here are the essential electronics 
theory and _ practical information 
required to pass all radio license 
exams, commercial and amateur. 
The book covers commercial radio- 
telephone and radiotelegraph license 
material, and Novice Class Amateur 
and General Class Amateur license 
information. Basic theory of elec- 
tricity and electronics, as well as 
good operating techniques, are pro- 
vided in clear, simple language. 


Just Published 





Use this basic 
how-to guide to 


¢ operation 

e maintenance 

e license 
examinations 





ELECTRONIC 
COMMUNICATION 





Check the full coverage 
in these 33 chapters 


1. Current, Voltage, Re- 
sistance 

. Direct-current Circuits 

. Magnetism 

. Alternating Current 

. Inductance and Trans- 
formers 

6. Capacitance 

7. Alternating-current 
Circuits 

8. Resonance and Filters 

9. Vacuum Tubes 


2 be CONS 


10. Power Supplies 

11. Measuring Devices 

12. Oscillators 

13. Audio-frequency Am- 


plifiers 


14. Radio-frequency Am- 


plifiers 


15. Basic Transmitters 
16. Amplitude Modulation 
17. Amplified-modulation 


Receivers 


18. Frequency Modulation 
19. Transistors 
20. Antennas 


. Measuring Frequency 

. Batteries 

- Motors and Generators 
- The Broadcast Station 
. Television 
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26. Shipboard Radio Sta- 


tions 


27. Radio Direction Find- 


ers 


28. Loran 
29. Radar 
30. Basic Communication 


Laws 


31. Communicating by 


Voice 


$2. Communicating by 


Radiotelegraph 


33. Amateur Rules and 


Regulations 


By Robert L. Shrader 


Oakland Junior College 
Laney Trade-Technical 


Division 


936 pages, 6 x 9, 771 charts, 
tables and illustrations, $13.00 


Explains basic principles 


Ihe author takes up the 
basic electrical theory needed 
for radio communications, be- 
ginning with current, voltage 
and resistance, and proceeds to 
magnetism, d-c and a-c_ Cir- 
cuitry and resonance. He in- 
troduces the fundamentals of 
electronics and electronic 
equipment—vacuum tubes, both 
AM and FM radio receivers and 
transmitters, transistors, batter- 
ies, and motors and generators. 


Methods and applications 


The final portion of the book 
deals with the practical appli- 
cations and operating methods 
in the electronics communica- 
tion field, including broadcast- 
ing, television, shipboard radio, 
radio direction finding, radar 
and loran. In addition, the var- 
ied laws and regulations which 
govern radio communication 
are treated in considerable de- 
tail. Mathematical and _ prob- 
lem-solving techniques are ex- 
plained as the need for them 
arises in the book, and a help- 
ful summary of basic commun- 
ication laws and regulations 
are provided. 





Mail Your Order To 
Educational Division 
TELEPHONE ENGINEER PUBLISHING CORP. 
7720 N. Sheridan, 
Chicago 26, Ill. 
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SALES OFFICES: 


Atlanta 8, Ga. 
Baton Rouge, La. 
Birmingham 5, Ala. 
Bluefield, Va. 
Boston 10, Mass. 
Chicago 29, Ill. 
Cincinnati 6, Ohio 
Cleveland 3, Ohio 
Dallas 1, Texas 
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Kennecott’s exclusive “Young Process” 
lead sheath does much to lengthen the life 
of Kennecott Telephone Cable. This sheath 
production method virtually eliminates 
oxides and impurities! Sheath is far more 
uniform in strength and burst resistance, 
with greatly reduced weld area. It provides 
increased protection against damage and 
aging. Cable retains full electrical proper- 
ties over its long life! Contact the Chase 
sales office near you for full information. 


it’s KENNECOTT 


TELEPHONE CABLE 


THE OKONITE COMPANY 


KENNECOTT WIRE & CABLE DIV. 


St. Louis 10, Missouri 
Salt Lake City 15, Utah 
San Francisco 24, Calif. 
Seattle 1, Washington 
Syracuse 3, New York 
Tulsa, Oklahoma 
Waterbury 20, Conn.* 
Wilkes-Barre, Pa. 


Mobile, Ala. 

New Orleans 12, La. 
New York 17, N.Y. 
Philadelphia 40, Pa. 


Denver 16, Colorado* 
Detroit 20, Mich. 
Houston 6, Texas 
Indianapolis 21, Ind.* 
Kansas City 8, Mo. 


é Phillipsdale, R. 1. 
f. : 
poor og haga Pittsburgh 33, Pa. 


Minneapolis 3, Minn.* Portland 5, Oregon 
Milwaukee 6, Wisc. Roanoke 15, Va. 


*c/o Chase Copper & Brass Co. 
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tion for advancement should be 
looked at from the over-all viewpoint. 
When you select a Chief Operator — 
look into every department for the 
person you need. If you still pick 
someone from traffic, so much the 
better, but you will know you have 


not overlooked any possibilities. 


The Training Problem 
OME OF the things we have men- 
tioned certainly indicate that 
when you have made a selection there 
remains the problem of training. 

If you select someone with traffic 
experience there will be little training 
required on operating — but if it is 
someone from another department she 
should have a very definite training 
on telephone operating so she will be 
able to recognize the problems and 
also be able to interpret practices. 

At this point we should recognize 
the ever present challenge of traffic 
operation to meet the service ob- 
jectives as efficiently and courteously 
as possible. In short this means keep 
the service up, the costs down. 

We want to train a Chief Operator 





You can add more 
circuits to your existing 
communications lines! 
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Offers four stackable channels — 12 to 
96-ke range. User terminal is Underwriters 
approved when ordered complete with our steel 


cabinet and dust-cover. 


Type PLC can also provide additional 
trunk lines to PBX, PABX, and Key systems. 


Write or call us for Bulletin 758-B 





BUCKEYE TELEPHONE & SUPPLY CO. 
1250 Kinnear Rd. @© Columbus 21, Ohio 
Phone—HUdson 8-0655 (Area Code 614) 


to accomplish these objectives with as 
little supervision as necessary — in 
other words, to stand on her own. 

First, then, we must train her to 
recognize her responsibilities —- and 
this may be difficult if we don’t have 
them pretty well defined ourselves. 
Before we train the new Chief, let’s 
make up a complete list of what her 
responsibilities are going to be, then 
demonstrate their importance as a 
part of the training. 

Among these responsibilities would 
be to recognize what every item of 
equipment in her office was designed 
to do — then make sure the mainte- 
nance forces keep it working just that 
way. We mention this point specific- 
ally because as a general rule the 
maintenance forces may give priority 
to the wrong job from a traffic serv- 
ice viewpoint. Understanding on the 
part of the Chief Operator is, there- 
fore, of great importance. 

She must recognize items that slow 
up the movement of traffic. For ex- 
ample. a lot of pay station traffic at 
an unexpected time. This can be 


caused by a chartered sightseeing 
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GRANVILLE 


TYPE PLC CARRIER ait 


With Budelman Type PLC Car- 
rier, you can add up to four 
private-line stations, or other circuits, to 
almost any existing telephone line 
running additional wire lines — for less than 
the cost of three miles of single-pair wire line! 


Se THE “CLassifiEo” 


— without Sal 
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* 
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group going through town — or a 
radio newscast may send transients 
to every available pay station. 

Whatever the responsibilities, one 
thing stands out — her accomplish- 
ment is dependent on people. 

She must understand people — her 
operators, her customers, the busi- 
ness office employes, the maintenance 
employes. In order to do this she must 
understand herself. 

It is not our function to provide 
you with a Chief Operator training 
course — but to convince you that 
one is needed. Let’s apply that to 
present day Chief Operators. Many 
of you have “grown into your jobs.” 
Where this is the case why not de- 
velop a training course to bring you 
up to date? 

Please notice we raised a question 
about the title “Chief Operator.” May- 
be you thought we ran away from it? 
Now we'll ask the question, “Don't 
you think the Chief Operator is 
enough of an executive to have a more 
descriptive title?” ... Send us your 
suggestions, won't you. — D. A. Peri- 
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COMMERCIAL 


DEPARTMENT NOTES 


by ALLAN R. STACEY 





“Find Answers To The Gimmicks” 


With telephone users being bombarded with specialty devices for at- 
tachment to their telephones, it’s up to the telephone operating 


people to come up with some right answers to the gimmicks. 


HE EVENING sun was just going 

down into a beautiful California 
sunset when I stopped my car to pick 
up the mail from our family mailbox 
before going into the house. Catch- 
ing my eye on top of the pile was a 
large postcard-type advertisement ad- 
dressed to “Occupant, -10639 Jahanna 
Avenue, Sunland, California.” 

It was a bulk mailing from a spe- 
cialty merchandise house and offered 
to sell me an automatic phone light 
complete with ashtray and pad and 
pencil set. It was being offered in red, 
ivory, black and gray with AC or DC 
current. It was promoted as a new, 
- the ideal gift. One 


portion of the postcard was a handy 


practical item - 


coupon for me to clip and mail today 
in order to receive this super-duper 
item for the sum of $5.50 and thus 
never have to hold the line while find- 
ing a pencil and paper or be trapped 
with a lighted cigarette during a 
phone conversation or talk on the 
telephone without the benefit of a 
non-glare light. This would come to 
me on a ten-day money back guar- 


antee. 


lhe Germ-Killer 

FEW days later, addressed to me 
~™ in care of the telephone company, 
ame a double postcard which could 
be torn and returned to a certain or- 
anization as an order for one germ- 
killing telephone. Apparently this tele- 
shone has a built-in lamp which emits 
sacterial radiation through _ ultra- 
iolet rays, killing all bacteria, molds 
seconds after the 


ind virus within 
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The author, ALLAN R. STACEY, 
is vice-president of the Sunland- 
Tujunga Tel. Co., Sunland, Calif. 


mouthpiece has been returned to the 
resting position. 

These are typical examples of the 
way our telephone users are being 
bombarded with specialty devices for 
attachment to or use with our tele- 
phone systems. It’s up to us as oper- 
ating people to have an answer to 
these gimmicks and to be able to sort 
out the good ones from the bad. I am 
elad to see that the USITA Market- 
ing Committee is studying this prob- 


lem. 


USITA Marketing Committee 
URING USITA’s 1959 
tion, the USITA Marketing Com- 


mittee submitted its report and in- 


conven- 


cluded therein a list of 34 new prod- 


ucts and services being studied or in- 





troduced by the telephone industry. 
Let me list a few of these for you: 

(1) Centralized chime signal. 

(2) Direct inward dialing to indi- 
vidual PBX stations. 

(3) Automatic identification of 
outgoing LD calls from PBX exten- 
sions. 

(1) The small telephone for the 
bedroom (sometimes called the Prin- 
cess Telephone). 

(5) Dial-in-handpiece telephone. 

(6) Home communications system 
for medium and large homes. 

(7) Farm communications system. 

(8) Small wall telephone. 

(9) Illuminated dial telephone. 
(10) Selling prewiring of homes. 
(11) tele- 


phone service. 


Promotion of public 


(12) Telephones in automobiles. 

(13) Half-size paystation booths 
for indoors and out. 

You can see from this list that there 
are many service ideas for the average 
telephone man to be evaluating for 
use in his area, and here we mention 
only 13 out of 34. Let’s take seven of 
the above service ideas and discuss 
them briefly: centralized chimes, half- 
size booths, “Princess” telephone, 
home communications system, farm 
communications system, prewiring of 
homes, and public telephone promo- 
tion. 

Centralized Chime or Bell: — 
This item is presently under produc- 
tion as a “Bell-Chime.” It is being 
used as a three-position, two-tone 
chime, usual telephone bell and loud 
bell. It is expected to be actively on 
the market for public distribution 
early in 1960 with a tariff rate treat- 
ment of $4.00-$5.00 for installation 
and $.50-$.60 per month exchange 
rental. Preliminary sales tests in the 
southwest indicate one sale in each 
five customers to which this service 
has been offered. 

I can see other benefits to the tele- 
phone company in addition to sales 
revenue. With installation of this cen- 
tralized ringing device, it will be pos- 
sible to install many extension tele- 
phones without ringers and thus save 


both maintenance and investment. 


Half-Size Paystation Booths: 
— These are now becoming available 
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in the mid-west 


TELEPHONE MEN CHOOSE STROWGER! 


K. L. SCHROEDER 

vice president & general manager, 
Northwestern Telephone Company 
watches operation of Strowger equipment 
at the Freeport, Illinois, exchange. 

This is just one of the many 

dial exchanges in the Mid-West 
served by Strowger. 

See full list at right. 
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MID-WEST DIAL EXCHANGES 


ILLINOIS 


Annawan 
Ashmore 
Atkinson 
Auburn 
Avon 
Belvidere 
Bement 
Benld 
Benton 
Bloomington 
Bluffs 
Bradford 
Bridgeport 
Bunker Hill 
Butler 
Byron 
Camp Point 
Capron 
Carlinville 
Carmi 
Carterville 
Cedarville 
Cerro Gordo 
Chrisman 
Clayton 

De Kalb 
Des Plaines 
Downs 

Du Quoin 
Earlville 
Eldorado 
Elmwood 
Esmond 
Farmer City 
Fairfield 
Flat Rock 
Flora 
Freeport 
Galesburg 
Galva 
Garden Prairie 
Geneseo 
Genoa 
Girard 
Grayville 
Green Valley 
Greenview 
Groveland 
Harrisburg 
Herrin 
Highland 
Hillsboro 
Hillview 
Hopedale 
Hurst 
Illiopolis 
Irving 
Jacksonville 
Johnston City 
Kewanee 
Kingston 
Kincaid 
Knorville 
Lacon 

Lee 

Leland 
LeRoy 
Lexington 
Lindenwood 
Literberry 
London Mills 
Macon 
Malta 
Marion 
Maroa 
Marshall 
Mattoon 
Mendota 
Metcalf 
Metropolis 
Monticello 
Morton 

Mt. Carroll 
Mt. Olive 
New Berlin 
North Pekin 
Olney 
Owaneco 
Park Ridge 
Paris 
Patterson 
Pawnee 
PawPaw 
Pekin 
Pinckneyville 
Pontiac 
Prairie City 
Princeton 
Princeville 
Redmon 
Richmond 
Roanoke 
Rockton 
Royalton 
Sandwich 
Savanna 


Sesser 

South Pekin 
Shabbona 
Spring Valley 
Steward 
Streator 
Sullivan 
Sycamore 
Toulon 
Thompson 
Tremont 

Ver million 
Versailles 
Vienna 

Villa Grove 
Virden 
Waverly 

West Union 
Williamsville 
W inchester 
Wonder Lake 
Wyoming 
Ziegler 


INDIANA 
Albion 
Avilla 
Bargersrille 
Berne 
Bremen 
Bryant 
Brazil 
Chesterton 
Churubusco 
Decatur 
Fort Branch 
Fort Wayne 
Glenwood 
Greencastle 
Harlan 
Haubstadt 
Huntertown 
Kennard 
Knightstown 
Lafayette 
LaPorte 
Leo 

Linn Grove 
Logansport 
Marietta 
Millville 
Milroy 
Monon 
Monterey 
Monroe 
Monroeville 
Morton 
New Haven 
New Lisbon 
Ninevah 
Owensville 
Patoka 
Pleasant Mills 
Princeton 
Providence 
Richmond 
Roanoke 
Rushville 
Shipshewana 
Terre Haute 
Trafalgar 
Union Mills 
Waterloo 
Whiteland 
Wilkinson 
Youngstown 


IOWA 
Ashton 
Aurolia 
Belmond 
Cambridge 
Clear Lake 
Dayton 
Donnellson 
Dyersville 
Early 
Farley 
Grinnell 
Harlan 
Holy Cross 
Houghton 
Inwood 
Lake City 
Larchwood 
Little Rock 
Luremburg 
Magnolia 
Manson 
Marathon 
Mechanicsville 
Melrose 
Mt. Sterling 
Nevada 
Oakville 
Orient 
Osceola 


SERVED BY STROWGER: 


Pomeroy 
Roland 
Sac City 
Sheffield 
Sidney 
Spaulding 
Story City 
Strawberry Point 
Struble 
Tabor 
Washington 
Washta 
West Bend 
West Point 
Worthington 
KANSAS 
Caldwell 
Easton 
Lancaster 
Quincy 
Reserve 
Riverton 
Scammon 
WaK eeney 
W inchester 
Woodruff 


MICHIGAN 
Adrian 
Alpena 
Almont 

Au Gres 
Bancroft 
Bangor 
Barryton 
Bruce Crossing 
Bundy Hill 
Capac 

Caro 
Caseville 
Cassopolis 
Centerville 
Chapin 
Clinton 
Coldwater 
Columbiaville 
Corunna 
Covert 
Davison 
Decatur 
Deckerville 
Dowagiac 
Edmore 
Edwardsburg 
Elsie 

Erie 
Fostoria 
Gaines 
Ganges 
Grand Junction 
Grayling 
Hamilton 
Hemlock 
Higgins Lake 
Hope 
Houghton Lake 
Hubbard Lake 
Hudson 

Ida 

Imlay City 
Jeddo 
Lakeview 
Lawton 
Lewiston 
Lincoln 
Linden 
Ludington 
Marcellus 
Marenisco 
Marlette 
Mattawan 
Maybee 
McBrides 
Mendon 
Merrill 
Montrose 
Mt. Pleasant 
Muir 
Muskegon 
North Adams 
Onaway 
Ortonville 
Ossienka 
Ovid 

Owosso 
Pentwater 
Perry 

Posen 
Prudenville 
Quincy 
Ravenna 
Richmond 
Roscommon 
Saline 
Saugatuck 
Schoolcraft 


Shepherd 
Sisters Lakes 


* Six Lake 


Swartz Creek 
Temperance 
Union 
Union City 
Vandalia 
Vanderbilt 
Yale 


MINNESOTA 
Alexandria 
Belleplaine 
Cannon Falls 
Ceylon 
Currie 
Dassel 
Dumont 
Eagle Lake 
Ellsworth 
Elysian 
Fairmont 
Farmington 
Garden City 
Green Isle 
Good Thunder 
Hallock 
Hastings 
Henderson 
Hutchinson 
International Falls 
Ivanhoe 
Jordan 
Kerrick 
Kenyon 

Lake Crystal 
Lakefield 
Lakeville 

Le Center 
Lewisville 
Mankato 
Mapleton 
Montgomery 
Nelson 

New Richland 
Osseo 
Pemberton 
Plainview 
Ranier 
Rosemount 
Shorburn 
Triumph 
Truman 
Warren 
Welcome 

W heaton 


MISSOURI 


Centralia 
Clark 
Columbia 
Crane 
Gallatin 
Gower 
Hallsville 
Higginsrille 
Humansville 
Lawson 
Lowry City 
Macon 
Mansfield 
Memphis 
Newburg 
Orchardfarm 
Osceola 
Plattsburg 
Queen City 
Savannah 
Stanton 
Sturgeon 
Turney 


NEBRASKA 


Adams 
Albion 
Ashland 
Auburn 
Battle Creek 
Bayard 
Beatrice 
Beaver City 
Beemer 
Bellwood 
Bennet 
Bloomington 
Brainard 
Brock 
Bruning 
Burchard 
Burr 
Carleton 
Ceresco 
Clay Center 
Colon 
Columbus 





Cook 
Cordora 
Davey 
David City 
Dawson 
Denton 
Deweese 
Dorchester 
Dunbar 
Dwight 
Edgar 
Elmwood 
Exeter 
Fairfield 
Fairmont 
Falls City 
Franklin 
Friend 
Garland 
Genoa 
Greenwood 
Hansen 
Hardy 
Harvard 
Hastings 
Humboldt 
Huskerville 
Ithaca 
Jansen 
Johnson 
Julian 
Kearney 
Lincoln 
Louisville 
Lyman 
Madison 
Malcolm 
MeCool 
Me ad 
Milford 
Milligan 
Minatare 
Mitchell 
Murray 
Neligh 
Nelson 


Newman Grove 


Octaria 

Ong 

Orleans 
Osceola 
Palmer 
Pawnee City 
Peru 
Plattsmouth 
Plymouth 


Polk 
Raymond 
Rising City 
Riverdale 
Rulo 
Salem 
Seward 
Shelby 
Shubert 
Steele City 
Steinaurer 
Stella 
Sterling 
Stockham 
Stromsburg 
Surprise 
Sutton 
Table Rock 
Talmage 
Tamora 
Tecumseh 
Tilden 
Utica 
Valparaiso 
Verdon 
Wahoo 
Waverly 
Western 
Wilber 
Wisner 
Yutan 
NORTH DAKOTA 


Cando 
Crete 
Delamere 
Dickey 
Forbes 
Fullerton 
Jud 
Kathryn 
Litchville 
Ludden 
Merricourt 
Milnor 
Minot 
Nelvik 
Venturia 
Webster 
Wyun 
WISCONSIN 
Abrams 
Almond 
Antigo 
Aurora 
Balsam Lake 





MID-WEST TELEPHONE MEN are pretty much like 
telephone men across the nation—they insist on 
the best in dial equipment. That’s why so many 
Independent companies choose Strowger! The 
number of Independent stations served by 
Strowger far exceeds those served by all other 
makes of dial switching equipment combined! 


NORTH, SOUTH, EAST or WEST, Strowger is best! 
_ You can prove this for yourself. Just visit a 
_ Strowger exchange and ask the owners if they’re 
_ satisfied with their dial equipment. Then, get.in 
_ touch with us. We’ll be glad to help you plan for 
_ your next dial conversion. Just write Automatic 

Electric Sales Corporation, Northlake, Illinois, or 


call Fillmore 5-7111. 


AUTOMATIC ELECTRIC &) 


Subsidiary of 


GENERAL TELEPHONE & ELECTRONICS 











Barre Mills Sparta 
Barron Spencer 
Bear Creek Stetsonvii 
Black Creek Stone La 
pe ol Sullivan 
rodhe Sun Pra: 
Butternut Susser 
Cable Three La 
Cassville Tigerton 
Cecil Two Rive 
Centerville Wausau 
Centurta Wautoma 
Clinton West Sal. 
Clintonville Whitehal 
Clyman White La 
Coleman W inter . 
Collins “ 


Cottage Grove Wisconsi 


Cuba City 
Darien 
Denmark 
Dickeyville 
Dorchester 
Edgar 
Elderon 
Fifield 
Germantown 
Gresham 
Hancock 
Keshena 
Kiel 

Lake Mills 
La Grange 
Land O’ Lakes 
Lebanon 
Lena 
Lomira 
Marathon 
Marion 
Mauston 
Medford 
Neopit 

New Holstein 
Niagara 
Oregon 
Park Falls 
Phelps 
Pickerel 
Platteville 
Plymouth 
Poplar 

Port Edwards 
Portage 
Prescott 
Richland 
Shiocton 
Silver Lake 











































































for indoor use and outdoor use. Sev- 
eral of the larger operating companies 
are approaching the municipal gov- 
ernments for permission to place them 
on public thoroughfares, along with 
placing full-size booths. These small 
booths are successful in locations 
where large booths will not fit. Thus, 
we are opening two new markets, that 
of municipal public thoroughfares and 
small booths in locations where it 
isn’t possible to put large ones. 

“Princess” Telephone: — This 
item is now in mass production and 
is being distributed to four trial areas 
of the country. Preliminary marketing 
tests indicate that it will outsell the 
500 type colored handset two for one; 
installations totaled 26,000 in the 
first month. It is being priced several 
ways including $.65-$.75 differential 
plus a special service connection 
charge of $5.00 over and above the 
normal service connection charge. It 
will also become available in a two- 
line set. 

The sales test is also giving an in- 
dication of color preferences. Percent- 
agewise, color preference to date has 
31% white; 25% 
beige: 180 turquoise: 179% pink: 
and 9% blue. 


Communications 


been as follows: 


Home Sys- 
tems: — Two systems are now be- 
ing proposed. One is a deluxe system 
which will have voice signaling be- 
tween stations within the house plus 
between the stations and the front or 
rear door. The deluxe system will sell 
in the vicinity of $5.00 per month ex- 
change rental and $25.00 installation. 

In addition, a standard system can 
be provided on a_ three-wire basis 
using bell taps to communicate be- 
tween telephones in the house and 
without front or rear door communi- 
cation. Rate treatment for this 
standard system would be approxi- 
mately $2.00 per month. 

The deluxe system is demonstrated 
in a new film which I saw just recent- 
ly. It is entitled “Plan For Pleasant 
Living” and is a_ fourteen-minute 
color moving picture presentation of 
a Good Housekeeping Institute model 
home. It presents ideas for decorating 
and planning a home for telephones in 
virtually every room and uses a “soft 


sell” approach. 
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This film is ideal for showing to 
ladies’ service clubs and for general 
promotional efforts by telephone com- 
panies. If you haven't seen it already, 
| urge that you do so and if you need 
help in finding out where it is avail- 
able, let me know. 

Farm Communications Sys- 
tem: — This system will be intro- 
duced in the first part of 1960 and is 
similar to the home communication 
package above plus having one or 
more loud-speakers somewhere out on 
the farm property. Individuals on the 
erounds are able to listen to the speak- 
er or talk back to it from remote dis- 
tances. One possible rate structure is 
$8.00 per month plus a good service 
connection charge. 

Prewiring of Homes: — We 
have already described this in the 
TEM issue of November 15th, so no 
more will be said here. 

Public Telephone Promotion: 
— I was very much impressed with 
the results of saturating a certain por- 
tion of the city of Baltimore with pay- 
station development. 

In a one square mile area, typified 
by very low income population, there 
were 113 indoor paystations and no 
outdoor pay telephones. This area had 
50% 


homes, excluding paystations. The 


saturation of telephones to 
telephone company then installed 85 
outdoor booths plus 13 additional in- 
door stations. 

The original paystations had aver- 
aged $60.00 per month per indoor 
booth and after saturation of the area, 
these telephones increased to $63.00 
per month. Outdoor booths, which had 
not previously existed, averaged 
$117.00 per month ($9,915 per year). 

To me the results of this experi- 
ment indicate that a paystation can be 


extremely effective in low income resi- 


SUBMIT YOUR PROBLEMS 


You are invited ... to tell 
TE&M authors your problems 
of department policy or _ pro- 
cedure on which you'd like to 
have an opinion. 

While we don’t claim to have 
all the answers, we'll welcome 
the opportunity to discuss as 
many as possible in our columns 

. . and that could be helpful 
to you and others with the same 
(or equal) problem. 
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dential markets where the annual take 
home pay is less than $2700. 


What’s The Answer? 

FE COULD spend six months dis- 

cussing new products that are 
available from within the telephone 
industry and which are being pro- 
moted from the outside. However, | 
think our efforts can be better spent 
finding an answer to the question, 
“What are we operating people going 
to do about all of these new products 
and services that are being dangled 
before our subscribers ?” 

It seems to me the answer is that 
first, we must study the needs of our 
subscribers. Second, we must select 
the sound and practical items that can 
be used in filling these needs. Third, 
we must provide the service! If we 
do not provide it ourselves, we shall 
find others doing it for us and the 
entire camel will be under the tent 


rather than just his nose. 


A Few Tips 

NE OF the best aids to a tele- 

phone man that I have seen re- 
cently is a new PABX Sales Kit put 
out by one of our manufacturers. 
Many of our smaller companies are 
finding demand for PABX systems 
and our larger companies are receiv- 
ing demand from remote areas. As an 
aid to helping us fill this demand, the 
sales kit includes a sales guide, a set 
of specification sheets, several model 
sales letters, an envelope stuffer, a 
sales 
form, a sample proposal and a sample 


presentation folder, a survey 


contract. 

This is a rather comprehensive pre- 
paration and is certainly worth your 
review if you have not seen it already. 
Drop me a line if you would like to 
have one. 

Did you notice that the 1960 tele- 
phone credit cards now have a slot 
into which you can insert a dime so 
that you are never without change? 
This certainly is a good idea. I have 
been caught several times without 
money to use to reach the operator 
even though I had a credit card. 

Well that’s all for now. Next issue 
we ll be talking about telephone man- 
ners for your own employes — see 


you then. — Allan R. Stacey. 
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WELL- 
EARNED 
PLUG 
FOR A 
WELL- 
KNOWN 
PRODUCT 


Probably the most durable appli- 
ance ever put in the American home 






is the telephone. 

Rarely if ever does anything go 
wrong with it, but when that happens 
the repairs are fast and free. Day 
after day, year after year, it gives 
dependable service. 

This month in national magazines 
we're reminding customers of every 
telephone company of this important 
fact about the value of the telephone. 
The ad features the arresting photo- 


graph you see here. The headline is: 


“Does anything else you use so often 
give you such trouble-free service?” 
It’s a richly deserved tribute to a 
good product, and one that telephone 
people everywhere can take pride in. 


BELL TELEPHONE SYSTEM 
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"SUB-HARMONICS - — 
and OVERTONES" 


by C. D. EHINGER ‘4 


Identifying “Little Black Boxes” 


Chuck and the Kid were given the unpleasant task of straightening 
out the “catch-all” storeroom. The job gave the Kid a chance to 


IM DESMOND, equipment super- 

visor of the Centerville exchange, 
sat at his desk and studied the rou- 
tine assignment sheets for the rest of 
the week. Jim was a little bothered 
and was attempting to work out a 
problem. The Boss had just finished 
a long discussion with Jim and was 
on his way back to his own office. 
During the course of the discussion, 
the two had walked through the en- 
tire equipment room, on a semi-in- 
spection tour, and had also walked 
over into a spare room which Jim 
used as a “catch-all” for odds and 
ends. 

Jim’s intentions had been of the 
best for a long period of time. He 
had been intending to get that room 
cleaned up and put into order but, 
he ruefully reflected, that was just 
the trouble — he had only been in- 
tending but still hadn’t managed to 
getting around to actually doing the 
job. The Boss hadn’t said a word, 
but Jim knew that he was thinking 
plenty about the fact that the room 
was a mess and that various pieces 
of equipment and other odds and 
ends were stored in a way that re- 
sembled Fibber McGee’s closet. 

Jim had worked long enough to 
realize that the only way to get a 
despised job finished was to dig in 
and do it right now rather than again 
putting it in the “manana” category. 


“Chuck And The Kid 
Are Available” 
IM NOTICED that the routine as- 
signment sheets indicated Chuck 
Parr and the Kid were on a continu- 
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learn the easy way to identify “little black boxes.” 


is 


The author, C. D. EHINGER, 
is president of Citizens Tel. Co., 
Decatur, Ind. 





ing assignment that had the rest of 
the week to run and did not neces- 
sarily need to be finished the same 
day. He walked over to where Chuck 
was working. 
“Hi, Chuck, 


doing for a while and go get the Kid 


drop what you're 


and mect me over in the storeroom.” 

“OK, Jim. Anything cooking?” 

“No, nothing urgent, Chuck, but 
you know how we've been talking 
about cleaning up that storeroom 
and getting things — straightened 
around! I’ve decided that we might 
as well put our heads down and dig 
into it now.” 

“T’ll get the Kid, and we'll meet 
you over there, Jim.” 

As Chuck walked away he couldn’t 
help but chuckle to himself — “Jim 


isn’t kidding me — I saw him walk 


through there with the Boss and I'll 
bet he got chewed out a little!” 

The three men gathered in the 
storeroom. No one could dispute the 
fact that it was a mess. Extra power 
supplies for carriers, odds and ends 
of test equipment rarely used, spare 
vacuum tubes, and hundreds of other 
pieces of usual central office  tele- 
phone gear cluttered up the small 
shelf space on two sides of the room. 
In the center, a crate containing a 
new line-finder shelf occupied more 
room and unopened boxes had been 
placed beside the line-finder shelf 
and over and around it. 






“To Get a Nasty Job 
Finished — Do It!” 

IM STARED and shook his head. 

“The trouble with this kind of job 
is that I never know just where to 
start. Once we get going, I don’t mind 
it so much. — Have any ideas, 
Chuck ?” 

Chuck answered, “I’ve been dread- 
ing this job as much as you have, 
Jim. But that one unopened box over 
there has the new storage shelves that 
we ordered. Why don’t we sort of 
shove everything over to one corner 
of the room to clear some space, and 
then put the shelves together and 
place them and, at least, we'll have 
some spot where we can begin to sort 
out things and get some kind of 
order in here.” 

Without another word, the three 
pitched in and started to rearrange 
the clutter. After nearly two hours 
of pure labor, a semblance of order 
began to emerge from the chaos. 
Jim placed an item on the top shelf 
with a sigh of relief and turned to 
Chuck — “That about does it, Chuck, 
except for that pile of odds and ends 
of carrier parts that should be sorted. 
I’m going to knock off and let you 
and the Kid finish up on that pile.” 

Chuck looked at the Kid and grin- 
ned, “We still have a couple of hours 
left, Kid — think we can get this 
mess sorted and put away in that 
time?” 

“It’s a cinch I wouldn’t know, 
Chuck. What do we have to do with 
this pile of junk?” 

“Well, it isn’t all junk, Kid,” 


Chuck mused out loud, — “as you 














we 


ter 



















Can see we have some spare power 


transformers and chokes for some of 
the carrier power supplies, and those 
won't be too hard to list and store 
away.” 

The Kid idly touched some odd- 
shaped cans lying on the floor. “What 
I don’t 


remember seeing anything like this 


are most of these, Chuck ? 


9 
around. 


“Those are parts of some of the 


first carriers we ever installed in this 
area, Kid. When we took them out of 
service [| scrounged some various 


parts from the carriers and thought 
find 


for some of them some time. It doesn’t 


we might some cockeyed use 
look like I tagged any of ’em very 
well.” 
The Kid picked up one of the cans, 
“What d’you suppose this is, 
Chuck?” 
“All I remember about it, Kid, is 
that 


used. Isn’t it marked, or stamped, 


it’s one of the filters that we 


in some way that we can identify it?” 

The Kid turned the can in every 
direction. “Not a stamp or marking 
of any kind to identify it, Chuck — 
how in the world will we ever find 
out what it is?” 


‘Identifying ‘Little 

Black Boxes’!” 

oo" LOOKED around the room 
‘ “We're all finished, Kid, ex- 

cept for these five ‘unidentified ob- 

jects,’ so let’s take all five of them 

over to the equipment bench. Maybe 

I can show you an easy way to get 

a little bit of 


identified objects’.” 


information on ‘un- 


The two proceeded to the equip- 
test of the Centerville 
exchange. Chuck picked up the first 


ment bench 
can — “Now, Kid, how would you 
20 about trying to determine what 
it'll do, so 
the 


this thing is, and what 
that it 
future?” 

“Golly, Chuck, I wouldn’t have the 
slightest idea.” 

“Well, I'll admit that it takes a 
little bit of detective work. All that 
we know about it is that it has four 
terminals, marked 1, 2, 3, 4, 


that I have a vague recollection of it 


can be of some use in 


and 


being a filter of some kind. What 





do you think is the best way to go 


about finding out what it’s all 
about?” 

The Kid scratched his head. “Well. 
gosh, Chuck — I guess I’d just take 
it apart and see if I could trace out 
whatever is in it, and try to draw 
up a circuit diagram 

“Slow bit, Kid! 


actly what I’m trying to tell you. 


up a That’s ex- 
After you'd finished all that messing 
around, the unit would probably be 
shot and you would have gone to a 
lot of unnecessary work. What I’m 
going to try to show you is that we 
can use test instruments and use the 
‘little black box’ concept and obtain 
a pretty fair idea of what we have 
here.” 

“Give out with the dope, Chuck, 
I’m all ears.” 

Chuck sketched a small rectangle 
on a piece of paper and placed four 
terminal indications marked 1, 2, 3, 


3 0 


O 2 40 


“Chuck sketched a small rectangle and 
indicated terminals at 1, 2, 3, 4. 


“Now, first, Kid, since we vaguely 
that filter of 
kind, let’s take a wild guess that ter- 


know this is a some 


minals | and 2 are one set of inputs 
and terminals 3 and 4 are another set. 
Put an oscillator across terminals | 
and 2 and a db meter across terminals 


3 and 4 and let’s see what happens.’ 


“As Dumb As I Am — 
I Recognize That!” 
HE KID did exactly as Chuck had 
instructed and started running a 
the “little black 
He rapidly flipped the oscil- 


response curve on 
box.” 
lator through a series of check points 
from 20 eps to 3,000 eps. Chuck read 
the output meter and plotted the re- 
sults on graph paper as the Kid called 
out the various frequencies. 

The Kid looked at the curve Chuck 


had plotted. “Hey, Chuck, even 


as 
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Measure 
any distance 


at 


\ walking 
. 4 speed 


records 100,000 ft. 
automatically / 


It’s So Easy to measure with a Rolatape 
...and you save time on every estimating 
job...no tapes to wind, no helper is re- 
quired. You get precision-accurate meas- 
urements every time. 


Records Feet automatic- 
ally and the accumulated 
total is always in full view. 





&. 


Shows Inches, and Frac- 
tions of an inch. Wheel is 
calibrated in inches and 
fractions for quick easy 
reading. 

Shows Tenths of a foot. 
Wheel is calibrated in tenths 
on reverse side forengineers. 














There is a variety of 
Rolatape Models to 
suit your needs. 
See them at your 
local dealers. 


Write for 


information and 
name of local 
dealer today ! 


Rolatape, Inc., 
1741 14th St., 


Santa Monica 2, 
California 


Measuring Wheels 
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See how Leich’s| 
Cuts Outside Plant (C< 


‘ In growing areas, the cost of providing telephone service is becoming more and 

4| more expensive. Leich’s Line Concentrator provides many ways to economically 

§ solve this problem. It lets you add telephones in an area without installing addi- 
vA \ tional outside plant. 


By distributing a number of subscriber lines over a few trunks to the central office, it 
greatly reduces outside plant costs. It uses the same principle that is the basis of all central 
office layout; among a large group of subscribers, only a few will require telephone service 


at the same time. 


A concentrator installation consists of two units—an exchange unit and a remote subscriber 
unit. No power is required at the remote distribution point. No modifications are neces- 
sary in the central office switching equipment, which can be either manual or dial. 


Here’s a Typical Problem 


are available. You are faced with a demand for upgraded service by most of the 


) Seventy stations are served by a 25 pair cable into an area, and no spare facilities 
ge seventy subscribers. What’s more, a new housing development will soon require 
a 


VJ 


an additional 12 lines. 


To furnish the desired service, you would normally add 25 cable pairs. In this case, it 
would mean replacing 3200 feet of 26 pair cable with 51 pair at a cost of $2,200. An 
additional $6,800 would have to be spent on feeder cables. Your total costs would be 
approximately $9,000. 


Subsidiary of 





GENERAL TELEPHONE & ELECTRONICS 





LEICH §s 
PACIFIC CoaS) 
SOUTHWEST: 1 


anufa 
<a 








Line Concentrator 
osts in Growing Areas 


Leich’s Line Concentrator Cuts Costs 50% 


» 

(a s) Since Leich’s Line Concentrator lets you ‘‘concentrate”’ the calling load of a large group of 
lines onto a few cable pairs, it would not be necessary to add the new and larger cable facili- 

yy ties. For example, Leich’s 49-9-2AZ Concentrator uses only eleven cable pairs for 9 traffic 
trunks (with 2 pairs for control purposes) to serve 49 subscriber lines. Any 11 of the 

cable pairs may be used for the concentrator trunks and control leads, and the subscriber lines 
formerly served thereon shifted to concentrator lines. For maximum effectiveness, lines on which the 
traffic is light are best suited for concentrator assignments. You would then be able to upgrade exist- 
ing service, furnish the 12 lines to the new housing development, and be able to absorb some future 


growth without addition of cable. 


The 49-9-2AZ Line Concentrator, including the All Trunks Busy option and weather-proof cabinet 
for mounting the subscriber end unit costs you only $4,205 plus your installation costs. Since the 
conventional cable relief job would cost $9,000, your expense is halved. 


Prompt Delivery From Stock on Two Models 


Two basic sizes of the Leich Line Concentrator are available from stock. They can be 
shipped within 30 days from receipt of order. 


The 49-9-2AZ, is equipped with 49 lines and 9 traffic trunks and 2 control trunks. The 
49-18-3AZ is equipped with 49 lines, 18 traffic trunks, and needs three pairs for control 


R 
Russ a 


purposes. The latter unit will accommodate a higher calling rate. 


There are so many different ways you can use the Line Concentrator to save on plant costs, to upgrade 
service or to add customers. A Leich sales engineer is available—no obligation—to tell you the whole 


story. Write today. 









LEICH SALES CORPORATION + 427 WEST RANDOLPH STREET + CHICAGO 6, ILLINOIS 
PACIFIC COAST: 11401 W. PICO BLVD., LOS ANGELES 64, CAL. EAST: 3651 CONNECTICUT AVENUE, YOUNGSTOWN, OHIO 
SOUTHWEST: 1227 SLOCUM STREET, DALLAS 7, TEXAS SOUTHEAST: 5126 SOUTH LOIS ST.. TAMPA 11, FLORIDA 


Manufacturers of telephones, switchboards and related apparatus since 1907 

















locates Trouble-FAwd. 
COMMUNICATION TEST SET 


Enables Car- 
rier and Line 
Check at both 
1000 Cycles 
and Carrier 
Frequency. 

Set consists 
of TRANSIS- 
MTOR OSCILLA- 
TOR Model J, 
DB METER 
" Model K, Case 
and Leads. 
TRANSISTOR OSCILLATOR MODEL J — Volt- 
age output, O, -13, -16 DBM Frequency, 1000 
Cycles; Output Impedance, 600 Ohms; Power, 
Self contained 700 hour mercury battery. 
Stable in frequency and voltage. 

DB METER MODEL K — in 4 ranges from -20 to 
+42 DBM. DB Scale, red; 1, 5, 25, 125 Volts. 
Scale Black. Frequency response, up to 600 
k. c. Minimum impedance, 18 K Ohms. Self 


contained loads, 150 and 600 ohms. 
LEATHER CASE with space for Lead Sets. 


COMMUNICATION UNIT 


MODEL M — Two Units 
make a complete _inter- 
com system. Each one a 
master unit. 

Enables point of work com- 
munication in checking and 
aligning equipment. 

Each a transistor powered 
amplifier with combination 
transmitter - speaker, _ self 
contained batteries and 
switching. Unit puts +3 
DB on line, —12 DB from 
line puts out sound suffi- 
cient to be heard many 
feet distant, 








STEWART 
LOCATOR TESTER 


MODEL A — The 
complete Unit for lo- 
cating grounds, 
shorts, wet spots and 
other faults in cables. 
In addition will lo- 
cate and determine 
the depth of buried 
nine or conductor. 




















Speed Cable Tester results by using the EX- 
PLORING COIL AMPLIFIER MODEL €E. 
Increases headphone tone more than 100 times. 
Pocket size. 


GTEWART BROTHERS 


Division of Instrument Laboratories 


315 W. WALTON PL., CHICAGO 10, ILL. 
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Chuck plotted the results on graph paper as the “Kid” called out the various 
I 


frequencies. 


dumb as / am, I can recognize that. 
This must be a low pass filter.” 

“Youre sure right, Kid. Only 
about a half a db attenuation from 
20 cycles up to about 700 cycles and 
less than 214 db attenuation up to 
2,000 cycles per second. At about 
2,300 cycles the curve begins to drop 
off pretty rapidly, in fact, it is down 
exactly 3 db at 2,300 cycles, so that 
would be the ‘half-power point’.” 

Chuck pointed to the curve be- 
tween 2,300 cycles and 2,800 cycles. 
“See this part of the curve, Kid? It 
drops off quite sharply and this part 
is normally called the ‘skirt’ of the 
pass band. In this case we could say 
that the filter has a fairly steep skirt.” 

The Kid spoke up, “Well, that 
about does it, Chuck! We know that 
this is a low pass filter.” 

“Yeah, Kid! But we still have one 
thing to do. What impedance should 
this filter normally look into?” 

“Hey, how about that? We should 
know that, too! But, how in the heck 
do we go about finding out that part 
of it, Chuck?” 

“It’s very easy to do, Kid, in a 
rough sort of way. Now, here’s how 
we go about it - 

(Editor's note — In the next issue 
Chuck shows the Kid how to figure 
and measure the input impedance of 
the low pass filter and how to calcu- 


late and build some simple low pass, 
high pass, and band pass filters.) 
Any comments, criticisms, or sug- 
gested subjects for future topics? Ad- 
dress all correspondence to “Sub- 
Harmonics and Overtones,’ Tele- 
phone Engineer & Management, 7720 
Sheridan Road, Chicago 26, Illinois. 


Radio Systems 

“1959 Registry Of Common Car- 
rier and Miscellaneous Radio Sys- 
tems, 58 pages, 814 by 11 ins. Pub- 
lished by Communication Engineer- 
ing Book Co., Dept. TE&M, Monterey, 
Mass. Price $3.00. 

Three new services have been add- 
ed to the listings in this 14th annual 
edition. These are systems recently 
authorized by the FCC, identified as 
Manufacturers, Business, and Tele- 
phone Maintenance services. As in 
the past, Common Carrier, Miscel- 
laneous Common Carrier, One-Way 
Signaling, and ST Links for TV 
Broadcasting are included. 

Listings show the name and ad- 
dress of each licensee, the number of 
fixed and mobile transmitters, call 
letters, frequencies, and make of 
equipment used. This Registry is re- 
vised completely each year from the 
official FCC records at Washington, 
so as to show the latest additions, 


changes, and deletions. 
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PLANT NOTES ON NEW DEVELOPMENTS 


by JOHN S. REED 






Transistorized Tone & Amplifier Set 


New cable tone and amplifier sets use transistors to simplify the cir- 
cuitry and reduce the size of the equipment. 





Transistorized Tone & Amplifier 
Set For Use in Cable Testing 
rrr type cable tone sets 


used in conjunction with ampli- 


Complete ‘‘versatility’’ is possible for 

telephone system service with portable 

U.S. Versa-Trailer standby emergency 
z power units in sizes from 10 kw to 35 
kw capacity. 


mn 


num 


fier equipment have been employed 
for some years with highly successful 
results. Such sets are used with pick- 





up coils for locating shorts, crosses, 


and grounds in cable pairs. 





Cable tone sets and amplifier sets -—_ 
have been developed which employ . 
transistors to simplify the circuitry ‘ 
and to reduce the size of the equip- —— 


Units provide both single phase power 
for lights and 3-phase power for other 
needs. Many exchanges in an area can 
be served by a single unit. 


ment. 
The cable splicer’s tone set is a 





transistor oscillator and amplifier 


nana 





housed in an aluminum case 4” x ‘ : 

: i er ae E - é ii feat 0 . : Telephone systems wr, 
21,” x 15” in size, with grey ham- JOHN S. REED, TE&M’s techni- use U.S. portable PY 
ai : eter ae ; generating sets for 
cal editor, is plant methods su- <acecaas peu q Bs 
pervisor, Lincoln (Neb.) Tele- needs. Sizes 750 % , 
phone & Telegraph Co. 


rent 


evoreeneenecnenanner 


watts and larger, 
air-cooled. 


in 


Portable engine 
blowers provide 
convenient means 
of furnishing fresh 
air to manholes, 
or for ejecting 


mertone finish. This set has a 1 to 2 
volt output and produces a low fre- 


quency tone and a high frequency 


Te 








tone modulated to give a wobble ef- = smoke, fumes, etc. 
fect to distinguish the tone in the | ENGINE BLOWER 
; 2 , im: 
cable pair from other sounds such as = Motor driven 
t 7 <— , : blowers like engine 
those resulting from AC induction. =~ driven counter- 
ax ; : Parts, are invalu- 
[he tone set is small enough to be : able for exhaust- 
: : ing contaminated 
carried in a shirt or coat pocket, air. 
p - ‘ = MOTOR DRIVEN 
which makes it convenient for carry- BLOWER 


ing up poles and testing from termin- for complete information write .« . 


als. 
The circuit of the set includes a 


transistor oscillator and a transistor 





Model TS-201 transistor operated, two amplifier. Two output transformers 
tage, trans audio am- . “¢¢ 

“ee. former coupled audio am- are employed to provide different out- 
plifier, used by cable splicers for pick- ; 
ing pairs carrying tone out of a cable. 
This unit comes complete with receiv- a 221% volt hearing aid batterv. The 
er and exploring probe. (Walter W. = ; 

Harwood, Manufacturer.) 





MO TT 


UNITED STATES MOTORS 
CORPORATION 


110 W. 5th Ave. / Oshkosh, Wis. 


put impedances. The set operates from 


‘ncavennnanscenveensi cua evcesevengnannnn tinny 


current drain is said to be so low 
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Crapo HiL-135 
High Tensile Line Wire 


MADE TO WITHSTAND 
HEAVY STORM LOADS 


Time and time again, Crapo HTL-135 has demonstrated 
its ability to stand up under heavy ice and wind loads when other 
conductors failed. This can be attributed to the fact that Crapo 
HTL-135 combines high strength with high fatigue endurance plus 
superior elastic qualities which enable it to spring back into place 
when loads are removed. The result: service interruptions are 
minimized, re-sagging is seldom necessary, where this rugged tele- 
phone wire is used. 

The excellent telephonic transmission characteristics of 
Crapo HTL-135 make practical subscriber loops of 14 to 15 miles 
with normal voltages and equipment. Longer loops are possible 
where higher voltages and more sensitive telephone sets are em- 
ployed. For dependable, long-span, low cost rural: lines, specify 
Crapo HTL-135. 





The Crapo HTL-135 in this typical rural line of 300-foot 
spans was subjected to two heavy ice storms within 14 
months. This photo shows the line, without resagging, 
three months after the second storm. 









Write for 
Manual TM-59 


containing com- 
plete engineering note 


val HTL -135 


INDIANA STEEL & WIRE CO., INC 
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x 4 Se 
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USA 


L & WIRE CO., INC. 


Muncie, Indiana 


+ op a Ses 


that the battery will give months of 
use. 

The tone set is equipped with two 
standard telephone jacks with cut-off 
switches. Two rubber insulated cords 
terminate on one end in a standard 
telephone plug with an alligator clip 
on one conductor at the other end 
and a three sided mesh clip on the 
other conductor. 

Plugging the cord into the jack 
designated T (tone) turns the set on 
and sends out a wobble tone on the 
two conductors. No audible tone is 
heard with the test cord plugged into 
the jack. 

Plugging into the jack designated 
C (continuity) enables the test set to 
be used for checking continuity. In 
this kind of test, an audible tone will 
be heard whenever there is an elec- 
trical short between the two conduc- 
tors. The sensitivity of the set is such 
that it will detect a short, cross, or 
eround of as much as 30,000 ohms 
resistance. With this kind of set the 
moisture faults in the cable can be 
detected. 

The tone set may be used for other 
telephone operations besides cable 
splicing and locating trouble in cable 
pairs. It may thus be used by install- 
ers for checking drops and_ station 
wiring, also for locating pairs in a 
multiple station installation. The set 
may also be employed for checking 
jumpers on main frames. 

A companion set for the cable tone 
set is the transistor amplifier with 
head set and probe. This set is design- 
ed for use in locating pairs in a cable 
without the need to puncture the in- 


sulation to detect the tone. 


In using the equipment, the headset 
and probe are plugged into the jacks 
on the set designated R and P. The 
tone set is connected for the wobble 
tone to the pair to be located. The 
probe on the amplifier is worked 
through the pairs in the splice or 
opened cable until the tone is heard 
on the pair that is touched with the 
probe. This pair can then be pulled 
out with the probe. The use of the 
amplifier and probe is claimed to cut 
usual testing time in half. 

The amplifier provides the requir- 
ed sensitivity for picking up the tone 


through capacity between probe and 
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the insulated conductor. In fact, the 
tone can be heard if the probe is 
brought near the bunched cable pairs. 
The tone would be the loudest on the 
particular pair that has the tone on it. 

The amplifier unit is contained in 
1 grey hammertone case of the same 
dimension as the cable tone test set. 
[t is operated by three small dry cells 
of 11% volts each. 

The tone set and amplifier unit are 
also well suited for locating opens in 
rural distribution wires. This type of 
wire facility does not have a metallic 
shield, which makes it possible to pick 
up the tone by running the probe 
along the outside of the conductors. 
In using the tone set, it is connected 
between the support wire and the con- 
ductor with the open in it at the end 
nearer the office. 

The faulty 


rrounded at the 


pair is shorted and 


distant end away 
from the tone connection. The probe 
of the amplifier is applied to the con- 
fault at different 


until a location is 


ductor at points 


long the lead 
reached where the intensity of the 
tone is greatly reduced indicating that 
the open has been passed. Going back 


over the RD wire will locate the fault. 


Telephone Test Equipment 
MURPHY ENGINEERING Labor- 


itories, Inc. has announced the avail- 
ibility of a new 24 page brochure 
describing its complete line of tele- 
phone test equipment. 

Each test set is illustrated and fully 
Also with the 


brochure are uses for each test set and 


described. included 
the prices of each. 

For your copy write: Murphy En- 
ineering Laboratories, Inc., 4419 
ulsa Street, Dept. TE&M, Houston 


1, Texas. 


Insulation Booklet 

ANACONDA Wire & Cable Com- 
iny has announced a new publica- 
on to help manufacturer, mainte- 


ince and repair firms choose the 


irrect magnet wire for Hermetic 
lotors. Titled “Enameled Magnet 


ires for Hermetic Motor Applica- 
ms,” the 19-page booklet includes 


comprehensive table of test data 
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Model TS-.101 transistor operated cable 

splicers tone set with one oscillator 

and one amplifier stage. (Walter W. 
Harwood, Manufacturer.) 


The tone will be louder on one side 
of the open towards the tone and 
weaker on the other side away from 
the tone. It will be noted that the tone 
will be heard on all pairs, being 
strongest in the defective pair. This 
feature gives a_ positive indication 
that the tone set is operating properly 


while the test is being made. 


for each of the types of insulation 
Anaconda recommends for hermetic- 
ally sealed motor service. 

Copies of the booklet may be ob- 
tained by writing to Anaconda Wire 
& Cable Company, Dept. EFL, 25 
Broadway, New York 4, New York. 


Application Procedure Booklet 

APPLICATION 
Preformed Plastic Spacer Units are 
published in a pocket-size booklet for 
field. It 
methods of installing the new Plastic 
Spacer Units (PSU) at the desired 


procedures for 


use in the illustrates two 


midspan locations: (1) Direct appli- 
cation from a tower truck, ladder, or 
by dropping or pulling wires down 
to ground level; (2) slip type appli- 
cation for use on spans thai cross 
streams, gorges, etc. 

Copies are available by writing to 
Preformed Line Products Company, 
Dept. PSU #2, 5349 St. Clair Avenue, 
Cleveland 3. Ohio. Specify Booklet 


Vo. 82-300 A (TE&M). 
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NEOPRENE 


NYLON 





COTTON 


Are you familiar with the features of 
these fine cords? 


NEOPRENE covered cords are a highi, serv- 
iceable cord, extensively used in a wide 
variety of services. They are moisture and 
grease proof... easy to keep clean. 
NYLON covered cords are a relatively new 
development in telephone cords. Their fine 
smooth texture makes them the preferred 
cords for switchboard use. They give long 
service. Preferred by operators because of 
their fast, easy handling. 

COTTON cords are in standard use every: 
where. Their fine woven wrap makes them 
very serviceable for all around purposes. 
Take your choice—Neoprene, Nylon or Cot- 
ton. They're all high quality cords made in 
accordance with Runzel high standard of 
quality. We carry a large stock of cords for 
every purpose. 


Our geographical location 
means QUICK SERVICE, 
é 


) 


ae 


- 
if (ae Pl theses, faperceses 
aaa tlm 


RUNZEL, 
Cord and Wire Co. ' 


$723 W. MONTROSE AVE. ~ 
41, ILL. 
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Graybar, too, recommends 
| the most modern equipment... 
FU for the best of service 
ed The ever present need for the best available telephone service often requires that 


old standbys be replaced with modern equipment. 
Like you, Graybar, too, knows this — having served and grown with the inde- 


™ pendent telephone industry from the very beginning. 
> The telephone equipment you get from Graybar is tested and proved. It is 
of the most modern available from the nation’s leading manufacturers. It is equip- 
ment that will do the job with the utmost efficiency and at minimum cost over the 


years of its service life. 
When the time comes to match modern equipment with good service, to talk 
equipment changes — anywhere along your lines — call in the Graybar man. 





Graybar is your number one source for service... 


technical assistance...quality equipment...prompt delivery. 
940 


 GraybaR 


FEFLECTRIC COMPANY, INC. 











20 Li KINGTON AVENUE, NEW YORK 17, N. ¥. @ OFFICES IN OVER 130 PRINCIPAL CITIES 
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Means Economy 


Do you know that more and more Cook (MDF) Main Distributing 


Frames are being installed in central offices throughout the world 


today because their design simplicity means economy where 


time, space and cost are important? Standardized unit construction 


permits greater flexibility in field assembly. These frames meet 


every requirement for termination of outside cable in central 


offices and for cross-connecting of lines, and... 


Cook Type 3800 
Central Office Protector 


Do you know that Cook Type 3800 
Central Office Protectors give the 
ultimate in dependable performance 
when installed on Cook Main Dis- 
tributing Frames? They aré used for 
cable termination and provide pro- 
tection for central office equipment 
and personnel from high potentials 
and sneak currents. 


Take advantage of the economies 
that can be yours by installing Cook 
Main Distributing Frames with 
Type 3800 Central Office Protectors 
in your next construction job. Con- 
sult your local distributor or write to 
us for specific information. 


Cook Type “L” 


Main Distributing Frame 


OOK ELECTRIC 


7) 
a Company 


2700 Southport Avenue 


Chicago 14, Illinois 
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Steel Expanding Anchor 
A SIX-WAY  fluke-type anchor, 


available from Line Material Indus- 


tries, has a rated holding power of 





twenty thousand pounds. The anchor 
is a two-piece, pressed steel design. 


fluted blades are made 


The broad. 





from a single piece of steel. Having 
an expanded area of 200 square in- 
ches, the anchor utilizes a one-inch 
rod. 

The anchor has an unexpanded dia- 








meter of ten inches and is coated with 
a black asphaltum paint. Anchor rod 
recovery is provided by a nut retainer 
at the anchor’s base. Check NP 345. 






Reel Carrier 
TRUCK Equipment Co. has an- 


nounced the production of a modified 










reel carrier which accommodates reels 
up to 62 inches in width. A newly de- 
signed axle, wheel and hub assembly 


enables this trailer to accept larger 










reels. 
The trailer will handle reels of 96” 


diameter and up to 14,000 pounds. 


Also available on special order are 
trailers to handle reels up to 108” 
72” with a 20,000 


diameter, wide 


NEW PRODUCTS’ SHOWCASE 


By DICK REYNOLDS 


pound capacity. These feature a hy- 
draulic system driven by a separate 
power source, 

As an optional accessory, Truco 
can supply payout tensioning and 
power pulling equipment to any of 
these trailers for the stringing of 
caple and conductor under tension. 


Check NP 346. 


Calcium Stationary Batteries 


INDUSTRIAL 


Batteries. 





THE Division of 
Gould-National 
introduced a new line of light-weight, 
stationary batteries for switchgear, 
control, 


Inc., has 


alarm telephone, 


system, 
signaling, emergency light and other 
applications where batteries are used 
as standby emergency power. Avail- 


able in 50 to 1140 ampere hour ca- 


Work Benches 


element weight; and new terminal 
posts have a high ratio of contact of 
posts to the connector assuring ful] 







current carrying capacity with maxi- 







mum voltage from cell to cell at al! 
times. Check NP 347. 









WORK BENCHES, from Bay Prod 


ucts, are now available with a new 







type top featuring a wood-phenoli: 





resin panel on each face applied ove 
This 





construct’ on 


core. 





a softwood 




















produces a quiet, durable, non-skid 
and non-conductive working surface. 

Other bench parts are all steel fin 
ished in forest green baked enamel 










Bench legs are adapted for electri 
socket mounting with BAY no-drilling 
wiring installation. Both 5 foot and 
6 foot widths are available in 30” 


depth. Check NP 348. 










Utility Eductor 

THE UTILITY Eductor from Elgin 
Sweeper Co. is a self-contained unit 
powered by its own stationary engin 
which operates the Eductor pump and 








pacities, the new batteries are de- 
signed for full float service. 
The new calcium battery features 


several construction improvements: 
a new leak-proof post seal utilizes a 
soft rubber O-Ring in compression to 
seal the post against any possible 
seepage; an integral molded ledge on 


each end of the jar supports all the 
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supplies power for the hydraulic bod) 
hoist and hose reel. The jet princip! 











creates a vacuum at the nozzle whi 
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draws settlings and sludge out of the 
pit, by-passes the centrifugal pump, 
and deposits material into the rear 
compartment of the truck tank. 

The water is then filtered back to 
the front of the tank and recirculated. 
Ixcess top water in the manhole can 
he prepumped directly into a storm 
sewer outlet before sludge is removed. 


Check NP 349. 


Hydraulic Derrick 
A SINGLE arm, hydraulic derrick 


is now being produced by Tel-E-Lect 





Products, Inc. 

Specified the “CD Derrick.” the 
init is designed to mount to stand- 
ard and existing utility bodies. The 


CD is furnished as a complete pack- 


age for installation in the user’s shop. 





All hydraulic fittings and connec- 


tions are factory pre-fabricated, thu. 
eliminating complicated installation 
procedures. 

the derrick 
mounted to the left rear of the truck. 


A new feature has 
Doing so produces increased stability 
of the entire unit when the derrick is 
working and better balance when der- 
rick is in use or when the truck is in 


travel. Check NP 350. 


Transmission Test Set 


— 





\ TEST SET for checking the char- 
ac eristics of transmission lines and 
ol er voice-band equipment has been 
ar iounced by the Hallamore Elec- 
tr nics Company. The test set, Model 
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TMS-0100, utilizes swept-band tech- 
niques to reduce time needed to check- 
out a transmission network. 

The model employs a swept-fr . 
quency generator to provide a sin- 
usoidal wave of adjustable consiant 


amplitude at all frequencies in the 


voice-band, a measuring system to 





compare network input and output 
regardless of the absolute power level, 
and a cathode ray tube to display in 
visual form, the information neces- 
sary to evaluate network character- 
istics. 

The entire unit is housed in a single 
19” chassis for rack-mounting or in 
a portable cabinet. The controls and 

‘an 


the 7 
front panel. A CRT with P7 phosphor 


CRT face are located on the 


and an amber filter is used to increase 
and accentuate persistance time and 
to reduce blue phosphor response. 
Accessories available for the TMS- 
0100 include a wagon for easy port- 
ability, artificial lines for duplicating 
field conditions, and test hybrids. 


Check NP 351. 


Anti-Rust Aerosol 
PROTECTION 


corrosion of metal paris is reported 





against rust and 


for Sprayon No. 604 Anti-Rust Spray 





according to the manufacturer, Spray- 
on Products, Inc. 


Applied as a finely-dispersed mist, 





MANAGEMENT 


the spray penetrates into joints and 
crevices. It displaces moisture already 
present, forming a thin waxy film that 
clings tightly, yet is quickly removed 
by a light solvent. 

The spray (16 oz.) was developed 
to protect machined parts between op- 
erations or in storage. It is also used 
on precision instruments, tools and 
dies, incomplete assemblies, motors, 
hand tools, etc. It prevents corrosion 
due to fingerprints and perspiration. 


Check NP 352. 


Signal Generator 





AN FM signal generator covering 
the frequency range of 1300 to 2500 
mc in one band is now available from 
Sierra Electronic Corporation. 

The signal generator, Model 201B, 
is specifically designed for telemetry 
and data transmission applications in 
the 1.3 to 2.5 kme range. Featuring 


a 1% deviation linearity, the instru- 





ment can be frequency modulated by 


applications of external signals having 
modulation bandwidths up to 500 ke. 
A nominal deviation of 2 me peak to 
peak is produced by external modula- 
tion signals having an amplitude of 
1.0 volt peak to peak. 

The instrument’s RF output is con- 
tinuously variable from 0 dbm to 
—110 by means of a precision cali- 
brated piston attenuator. Model 201B 
also provides direct reading. single 
dial tuning and high stability. Check 
NP ; 


2e9 
JI. 


Cable Measuring System 
THE HYKON 


System, from Hykon Manufacturing 





Cable Measuring 


Co., consists of (1) reelift, (2) meter, 
(3) mounting stand, and (4) col- 
lapsible take-up reel. 


The meter handles up to 2” diam- 





















































COmco coRDS 
NEVER LET YOU DOWN! 


e WV i ; 
ae | 
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: ”"s ® See ee 
Whether it is a handset, deskstand, switch- 
board, or inter-communication system cord, 
COMCO quality guarantees top year-in, year- 
out performance. From rugged Spiraflex Re- 
tractile cords in standard or extended 
lengths (10, 15 or 25 ft.) with black or 
colored P.V.C. jackets, to durable Nylon jack- 
eted Operator cords, in black or brown, each 
COMCO Cord boasts built-in reliability to 
eliminate service worries. Moreover, all 
standard cords are in stock, ready for rapid 
delivery on your order! 


Patch cords, transmitter cords, test and 
inter-communication cords are all quickly 
available from COMCO, and cords made to 
your exact specifications require little more 
than an immediate delivery schedule. De- 
termining the exact time required for deliv- 
ery of your problem cord takes only a call 
to COMCO. Why not make it today? 


WRITE TODAY for 


Disf¥ibuted by: 








LEICH SALES CORP. 

427 W. Randolph St., Chicago 6, Illinois 

AUTOMATIC ELECTRIC SALES CORP. 
Northlake, Ill. 


Catalogs, Samples and Prices 





| 


eter cable or similar materials and 
has a wire-guide adapter for measur- 


ing small wire. A direct-drive Veeder- 


Root counter is calibrated in feet and 








inches, providing better accuracy and 
visibility. Proper spring-loaded ten- 
sion is maintained to prevent cable 
slippage during measurement. The 
meter stand can be adjusted from 30” 
to 48” in height. Check NP 354. 


Automatic Oiler Kit 


THE S & G Manufacturing Corp. 
can now supply an automatic oiler for 
small air compressors used on air 
dryers and dehydrators. The Auto- 
matic Oiler comes in kit form with 
directions for installing on small size 
air compressors. 

With the oiler, inspection time can 
be saved as the oil level in the com- 


pressor base can be determined by 





Fame 


sight without stopping the compressor 


and the air compressor will be safe 
from throwing rods or burning up. 
The oil reservoir is visible and the 
level can be seen at all times indicat- 


ing that oil is in the crank case. VP 


Swivel Jaw Nut Splitter 
FROZEN AND rusty nuts can now 


be reached, split, and removed quickly 
with the new HKP Swivel Jaw Nut 
Splitter introduced by H. K. Porter, 
Inc. It is designed to cut nuts up to, 
and including, 7Q” across flats. 

To operate, the swivel blade is plac- 
ed against the side of the nut, the 


power screw is turned by hand until 


| the jaw is tight against the nut. and 





then tightened with a hand or powe 
wrench until enough pressure is aj 
plied to split the nut. The tool will n 
damage the bolt from which the nm 
is removed, and the whole procedu: 
takes only a few second’s time. 

The swivel blade can be turned wi 
the fingertips to cut at any angle, 
any position, even in tight quarte: 


The jaw, handle, jaw pivot bolt, a 





power screw are all made of heat- 


treated alloy steel, with the jaws and 
handle being drop-forged, to give 
them exceptional strength. The tip of 
hardened and 


the screw is 


tempered to prevent “mushrooming” 


power 


under the pressure needed to split the 
nuts. The hand grips are of plastic. 


for comfort and no slipping. VP 350. 


Klystron Power Amplifier 

TWO NEW klystron power ampli- 
ifers, designed for both military and 
industrial applications, have been de- 
veloped by Sierra Electronic Corpor- 
ation. 

One of the amplifiers, Model 2104, 
has a power output of 10 kilowatts, 
while the Model 217A is a 1-kilowatt 
The amplifiers, which employ 
four klystron 


tubes, are particularly useful in scat- 


unit. 


cavity, water-cooled 





ter communication systems, space p!0- 
erams and high power point-to-po 
data transmission systems. 

Both 
tuned over the frequency 
1700 to 2400 megacycles. When | 


units can be continuous!) 


range ol 
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e-ated as broadband amplifiers, they 


ovide a minimum gain exceeding 
) db. 

The 1-kilowatt amplifier, self-con- 
ined in one cabinet, has a maximum 
of 15 


cycles at the 14 power points. It is a 


frequency bandwidth mega- 


compact unit with outside dimensions 


141,” a 


of 84” high, wide and 
a ep. 

With the exception of its heat ex- 
changer, the 10-kilowatt amplifier is 
completely contained in three con- 
nected cabinets. Its frequency band- 
width is 18 megacycles at the 14 pow- 
er points. 

Operating controls on both ampli- 
fiers are arranged for maximum con- 


venience and efficiency. NP 357. 


Oscilloscope Accessory 


DESIGNED 


oscilloscope, this new instrument de- 


for coupling to an 


signed by the research staff of Acme 
Klectric Corp. has an input of 115 


volts 60 eps, with an output of 0-300 





has current limiting and short circuit 


protection. Check NP 358. 


High Capacity Dynamometers 


TWO NEW capacities, 150,000 and 
200,000 Ibs. have been added to W. C. 
Dillon & Company, Inc.’s line of 
direct-reading, traction-type Dynamo- 


meters (portable force-measuring in- 





struments). Fifteen capacities from 
0-500 lbs. up to 0-200.000 lbs. are now 
available. 

Both new units have a net weight 
of 23 Ibs.. 


pins and shunt bar, and have highly 


independent of shackles. 
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Make SCHAUER 
your source 


for dependable 
DC POWER! 


SCHAUER is recognized 
by the Telephone Industry 
throughout the world as a 
leading manufacturer of 
battery eliminators and 
battery chargers for al- 
most every DC power re- 
quirement. You save with 
Schaver—on low first cost, 
low operating cost, and 


it ity 





























volts direct current. This unit was visible 10” diameter dials. The case reliable service. See your iz 
: ) is heavy metal, dial is 22-gauge brass, | | Jobber or write for Bulletin => 
protected by a 14” thick plastic erys- is | eatin = 
al Chock NP 25 ‘= a 
- : tal. Check NP 359. im | - 
Te i wie" im | i= 
Pie vw 7 . e . . we _— 
| New Communications Tower im | 
io my 1 a 
c— A NEW heavy duty communica- | 2g = 
: : Dp c | 
developed to observe on the oscillo- trons tower called the Rohn No. 45, T Sy 
scope the regulation, ripple. transient — is now being marketed by Rohn Man- | [Ca a 
response, and other characteristics of | ufacturing Company. st ) 
DC power supplies by removing the This tower is suitable for heights up im i 
DC component and utilizing the scope to 150° when guyed every 50° under | [Ej Model PA-05004 
. a ia ied em i The —e im | Schaver Battery Eliminator 
to its maximum capabilities. normal conditions. The tower itself is Tit Here’s a sure SCHAUER 
Voltage adjustment of the Scope-O- constructed in 18” triangular pattern | [UIT power source for the 
lrol is in 75 volt steps for coarse ad- — utilizing zig-zag steel bracing. all elec- | [LGL operator's circuit on 
justment, with fine adjustment po- — trically welded. The entire 10’ tower | magneto switchboards 
tentiometer .25 volt/degree: ripple is | section is hot-dipped galvanized after _Ml_ Schaver Type PA-05004 
less than 1 millivolt RMS. The unit = fabrication. Check NP 300. }_Bl_ Battery Eliminator delivers 
tig ig nas ee a a eh ee ee ee eee ee ee ene =| constant, hum-free direct 
| NEW PRODUCTS DEPARTMENT 1-15-60 | ee oe ieee 
| Telephone Engineer Publishing Corporation im | aby 8Y piesa it si 
| 7720 North Sheridan Road, STi ce eceonarenly aes 
| Chicago 26, Illinois eee ee oe 
iain aks id | | [CH dry cells in the event of 
| nm: Ue pe s ' = r ’ | | BL AC failure. Standard ca- 
lease send me additional information concerning the following New Products. i | acity is 4 volts DC at 0.5 
| NP 345... NP 346... NP 347... NP 348... NP 349. NP 350 | ee a 
| iP 351 NP 352 NP 353...... NP 354... NP 355 NP 356 l T fs mounting mn 51/,"x6Y "xd" 
| NP 357 NP 358...... NP 359...... NP 360...... in| sh cities taeda 
Bw aan | SCHAUER 
| -OMPANY | | LL MANUFACTURING CORP. 
. | (a | 4516 Alpine Ave., Cincinnati 42,0. 
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Four-day Management Corference commemorates 50 
years of directory advertising service by L. M. Berry 
& Co. Shown above are: First row (I. to r.): W. J. McGIRL, 
Southern sales manager; J. P. WHITE, Southern manager; 
J. W. CRAIG, JR., general sales supervisor; E. F. TINNER- 
MAN, Wisconsin manager; T. A. CALHOUN; JOHN W. 
BERRY, general sales manager; LOREN M. BERRY; 
W. A. STEUER, general manager; F. L. HAWKER, East- 
ern manager; H. F. SCOTT, Mid-Western manager; H. C. 
HULL, statistician; W. L. WOLCOTT, personnel & train- 
ing director; J. P. FRAIM, executive assistant. 


Second row (lI. to r.): R. W. BRUNDIGE, sales promo- 
tion manager: R. H. ESHELMAN, Louisiana division man- 
ager; L. E. HURRELBRINK, Kentucky division sales man- 
ager; J. W. EGNOR, sales promotion supervisor; R. E. 
SHEARER, Alabama division sales manager; W. R. CAL- 
HOON, auditor; J. C. GRIMES, Tennessee division sales 
manager; R. W. ALEFF, Louisiana division sales man- 
ager; J. B. BOWEN, Alabama division manager; T. M. 
KENNEY, assistant general art director; H. C. EVANS, 
Mid-Western division manager; B. D. ADDINGTON, Mid- 
Eastern division manager; R. T. DAVIS, Pennsylvania di- 
vision manager; R. A. MANER, Florida division manager. 


Annual Management Meeting Commemorates 


L. M. Berry & Company’s 50th Anniversary 


IFTY years of directory advertis- 19600. Berry then turned the meeting 


ing were commemorated by L. M. over to Personnel and Training Di- 


; “® mr m a a 
Third row (1. to r.): J. E. WHALEN, Wisconsin divisio: 
manager-state; PHIL ENGLE, general art director; J. D 
BECKHAM, Southern personnel manager; J. D. BRIS 
TOW, Mid-Western division supervisor; N. E. ROB 
INSON, Ohio division manager; R. F. WATTS, genera! 
sales assistant; H. L. BOEBEL, Mississippi division mar 
ager: L. P. GERMUSKA, Ohio division sales manager 
H. PIERCE, West Tennessee district sales manager; W. Rh 
GREEN, Mid-Western sales administrative supervisor; 
F. FEENEY, Wisconsin division manager — Milwaukee: 
Cc. W. PEASLEY, East Tennessee district sales manager. 

Fourth row (I. to r.): S. H. RAINEY, general sales 
training manager; A. W. DERBINS, Louisiana district 
sales manager — Shreveport; E. W. BEANEY, New York 
division supervisor; W. C. WELCH, Kentucky division 
manager; J. W. NAGEL, New York division manager 
L. G. LAUGHLIN, Mid-Eastern Southern district sales 
manager; J. M. BAYLEY, Eastern sales manager: H. 
LAMARCHE., Mid-Eastern Northern district sales manager: 
Cc. A. SMITH, Tennessee division manager; S. E. PHIL- 
LIPS, Western division manager: W. C. FISH, genera! 
sales training supervisor; J. J. MULLIN, personnel meth- 
ods supervisor; J. L. BOWLING, Florida division super- 
visor; J. H. DEACON, Pennsylvania district sales manager. 





explained that the new system for { 
ing classification material in a hand) 
carrying case is expected to result 
better organization of salesmen’s tin 


and in improved planning and pr 


sentation procedures. He was follows 











Berry & Co. at its annual Management 
Conference in Dayton, Ohio on De- 
cember 7 through December 10, when 
52 general office, territory, division, 
and field managers laid plans for 
record sales in 1960. 

The four-day meeting was opened 
by General Sales Manager John W. 
Berry, who introduced the theme for 
the coming year, “Sell-e-brate our 
Golden Fifty with Record Sales in 
1960.” He explained that the theme 
was symbolic of L. M. Berry and 
Company’s determination to produce 
record high sales in observance of its 
golden anniversary. He then reviewed 
the company’s sales activities for the 


past year, and outlined objectives for 


rector W. L. Wolcott, who pointed out 
the highlights of the company’s per- 
sonnel operations during 1959. 

Wolcott was followed by General 
Training Manager S, H. Rainey, and 
General Sales Training Supervisor W. 
C. Fish, who stressed the need for 
better basic sales training in the field. 
They were assisted in this presenta- 
tion by Eastern Sales Manager J. M. 
Bayley; New York Division Manager 
J. W. Nagel; and Pennsylvania Divi- 
sion Manager R. T. Davis. 

Sales Promotion Manager R. W. 
Brundige opened the second day of 
the conference by introducing a new 
classification filing system which will 


be issued to all sales personnel. He 


by General Sales Supervisor J. \\ 
Craig, Jr., who presented a forecast 
“Sales in the Sixties.” He explai: 
that the optimistic general business 
outlook for the next 10 years presé 
ed greater challenges and opportu 
ties for directory advertising tha: 
ever before. Craig’s talk was follow 
by a detailed explanation of mana 
ment’s approach to the 1959 Louisy 
canvass, by Kentucky Division \ 
ager W. C. Welch. 

General Art Director Phil 
opened the third day of the conc! 
with a review of the 1959 Art Di 
tors’ Conference, after which he « 
cussed the sales results of Special 5} 


copy. which is produced by the G 
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‘ral Art Department to provide sales- 
nen with finished display spec’s to 
show to subscribers. 

Engle was assisted by Louisiana Di- 
Manager R. H. Eshelman, 
in the sales of 


vision 
vhose Division led 
Special Spec for 1959. The meeting 
was then turned over to General Sales 
\ssistant R. F. Watts, who discussed 
he results of specialized classification 
lanning, and made recommendations 
ry improvements. 

He was followed by Sales Promo- 
tion Supervisor J. W. Egnor, who dis- 
cussed Sales Promotion at the Divi- 
sion level, and gave recommendation 
based on field trip observations. He 
was assisted by Mid-Western Division 
\lanager H. C. Evans, who discussed 
Division and Mid-Eastern 
Division Manager B. D. Addington, 


who explained his Division’s recogni- 


contests, 


tion program. Sales Promotion Man- 
ager R. W. Brundige ended the day’s 


discussions with a presentation of the 
company’s Sales Promotion plans and 
projects for the coming year. 

The final day of the conference was 
opened by Assistant General Art Di- 
rector T. M. Kenney, who gave a de- 
tailed analysis of art time and _ pro- 
duction. He was followed by Person- 
nel Methods Supervisor J. J. Mullin, 
whose topic was “Office Operations 
and Improvements — Past and Fu- 
ture.” 

General Sales Manager John W. 
Berry closed the four-day meeting by 
discussing “Management of the Fu- 
ture.” In this talk he reviewed the 
progress of the company and the tele- 
phone industry for the past 49 years, 
and projected company operational 
figures into the future, stressing that 
management must look ahead to rec- 
ognize and adjust to the changes 
which the future will hold for the di- 


rectory business. 


Charter Granted New Rural Tel. Association 


Glenn J. Stover Elected Organization Pres. 


By HERMAN R. McDONALD, JR. 
Secretary-Treasurer, 
Rural Telephone Association 


‘ion RURAL Telephone Associa- 

tion (RTA) is now an active as- 
sociation of R. E. A. borrowers which 
has its charter filed and granted by 
the state of Louisiana. This further 
organizational meeting and election 
of officers took place in Shreveport. 
La. on December 10, 1959, Twenty 
live Kh. E. A.-financed companies rep- 
resenting borrowers in five states at- 
tended the meeting. 

\t this time, membership dues are 
set at ($1.00) one dollar. Upon re- 
ceipt of dues by the secretary, a mem- 
bership card will be forwarded. The 
only other requirement for member- 
shi) is that your company has finane- 

trom REA, 


mulation of more activity in 


workshops, training, and exchange of 
id: \s for the tremendous job ahead is 
th main objective of RTA, and we 
ve the association will achieve 


purpose with more activity on 


t ocal and state levels. 


Every borrower can well be proud 
of the record that has been made in 
progress, developments, high stand- 
ards and quality telephone service to 
rural America over the past 10 years. 
It has been a job well done. The 
future, however, will require a better 
job. Service demands have hardly 
been scratched. The challenge of tech- 
nological developments, growing busi- 
ness, and good management must be 
met. The only logical approach to 
meet the challenge is preparation: 
Preparation by cooperation and or- 
ganization to help each other. 

Our 
knee pants into full length breeches. 


program has grown out of 
They must be filled properly. R. E. A. 
borrowers have a great responsibil- 
ity to those they serve. the R. E. A. 
program, and to themselves. There is 
no better way to stay in business than 
tending to it. This organization is a 
part of tending to business by solving 
our mutual problems. 

Here are some thoughts about the 
Rural Telephone Association for your 
consideration: 

(1) Future dues and assessments 


FAST CUTTING 


high-quality tools for 
pole, crossarm, and 
Wiring jobs... 


m 
m 


ohEenie 


WAGES 
LMLMMI A LISI E- 
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i 
| 
POWER BITS BRACE BITS 
2 a 


BELLHANGERS’ DRILLS 





iy 
ANGLE SCREW DRIVER 


Installations go smoother, 
faster when you standardize on pre- 
cision-made GREENLEE tools. Wide 
choice of bits, drills, and ship augers 
for power drill or brace use. See your 


distributor or write for literature. 





NEW GREENLEE NO. 437 
UTILITY CHISEL 
An all-new GREENLEE 

chisel for cutting daps in 

line poles. Blade is 2" i 


GREENLEE 


wide, and heat-treated the 
full length for maximum 
Handle can't 
loosen or come off. Tough 


service. 
plastic handle steel 
capped . . . extra long for 


firm, comfortable grip. 


GREENLEE TOOL CO. gz 
1778 Columbia Ave. GRE. LEE 
Rockford, lilinois a 
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will be determined by the activity re- 
quired by its membership in helping 
each other. It shall be such that no 
one-interest group shall hold a fi- 
nancial club. 

(2) Associate members will be wel- 
come. 

(3) Local and State meetings will 
be developed to the point of Area 
Conventions. Some will be held simul- 
taneously and jointly as conditions or 
requirements dictate. 

(4) Directors of R. T. A. 


State or 


will be 
A rea 


groups in keeping with the principle 


nominated by the 


of local activ ity-development. 

(5) This is a program where every 
borrower has a place to contribute 
to the common good regardless of 
size. Here you can contribute yourself 
on a two way track. 

(6) This organization will do 
everything possible to help any group 
or organization in any honorable way 
to maintain and elevate the high 
standards of telephony in this coun- 
try or its possessions. It extends a 
proud steady hand of fellowship and 
sood will, 

Following is a list of the growing 
membership: 

Illinois: Midland Telephone Co., 
Champaign. 

Louisiana: Athens Telephone 
Co., Athens: Breaux Bridge Telephone 
Co.. Breaux Bridge; Cameron Tele- 
phone Co., Sulphur; Campti-Pleasant 
Hill Telephone Co., Pleasant Hill; 
Inc.. Chat- 


ham; Delcambre Telephone Co., Inc.. 


Chatham Telephone Co.. 


Delcambre; East Ascension Telephone 
Co., Gonzales; Elizabeth Telephone 
Co., Elizabeth; Lafourche Telephone 
Co., Inc., Larose; LaSalle Telephone 
Co., Inc., Jena; Northeast Louisiana 
Telephone Co., Collinston; Northwest 
Louisiana Telephone Co., Inc.. Rodes- 
sa; Plain Dealing Telephone Co.. 
Plain Dealing: Ringold Telephone 
Co., Ringold; St. Helena Telephone 
Co.. New Orleans: Star Telephone 
Co., Maringuin; United Telephone 
Co. of Louisiana, Marion. 

Mississippi: Home Telephone 
Co., Olive Branch; Mid South Tele- 
phone Co., Rienzi; Noxapater Tele- 
phone Co., Decatur. 

Tennessee: : Concord Telephone 


Exchange, Inc., Concord; Halls Tele- 


phone Co., Inc., Knoxville; Powell 
Telephone Co., Inc., Powell. 

Texas: Centex Telephone Co.. 
Mexia; Romain Telephone Co., Inc.. 
Plains; and Texas Telephone & Tele- 
graph Co., Inc., Corsicana. 

Washington: — Skagit Valley Tele- 
phone Co., Mt. Vernon. 

Officers of R. T. A. are: President, 
Glenn J. Stover, Skagit Valley Tele- 
phone Co., Mt. Vernon, Wash.; Vice- 
President, James L. Capel, Midland 
Telephone Co., Champaign, IIl.; See- 
retary and Treasurer, Herman R. Me- 
Donald, Jr., Halls Telephone Co.., 
Route 11. Knoxville 18, Tenn. 


Kellogg Names Griebel 
Vice Pres. & Gen. Mgr. 

RICHARD H. GRIEBEL has been 
appointed vice president and general 
manager of Kellogg Switchboard & 
Supply Co.. Chicago, communications 
division of International Telephone & 
Telegraph Corp. 

In making the announcement, Kel- 
loge President George A. Strichman 
Griebel 
control of marketing. engineering and 


office 


said would assume. over-all 


manufacturing for central 
equipment and related products. 
Before coming to Kellogg, Griebel 
had been manager of manufacturing 
since 1957 at Raytheon Co., Waltham, 
Mass. Previously. he had been em- 
ployed for five years by Farnsworth 
Electronics Co.. Fort Wayne, Ind., as 
director of manufacturing. He joined 
RCA, Camden, N. J., in 1916, and was 





RICHARD H. GRIEBEL 


superintendent of —manufacturin: 
when he left there in 1952. 

He was graduated from Dartmout! 
College with a Bachelor of Arts an 
a Bachelor of Science degree in i: 
dustrial engineering. He studied {i 
a Master of Arts degree at Columb 
University, and completed a 16-we: 
executive development program at |: 
diana University. 

Griebel saw action with the Fi: 
and Second Marine Divisions in t! 
South Pacific during World War | 
He served as an instructor during t! 
Korean conflict, and held the rank 
captain when separated. 

A native New Yorker, Griebel is 
director of the Chamber of Cor 
merce, Taunton, Mass., and the PI 
Barrington, R. I. He is also a Rot 


ian. a senior member of the Ameri 


Institute of Industrial Engineers. hh 
a member of the American Ordnan 
Association and a member of thy 


Knights of Columbus. 


Farnsworth and Ashby 
Join Sierra Electronic Corp. 
SIERRA ELECTRONIC CORP. 
Menlo Park, Calif.. a division of Phil- 
co Corp., has announced the appoint- 
ment of H. D. Farnsworth as mai 
ager of product planning and S 
ford K. Ashby as sales engineer. 
Farnsworth was formerly — w! 
Stromberg-Carlson Company in [os 
Angeles, where he was manager o! 
field services for the company’s digi- 


control systems. 


matic numerical 
Prior to joining Stromberg-Carlson 
in 1957, he was associated for |) 
years with Phileo Corp. in various 
engineering supervisory capacities. 
His experience also includes six years 
with the Ford Motor Co. 

In his new position with Sierra 
Farnsworth will coordinate the deve! 
opment of new additions to the com: 
pany’s commercial product line. Sict- 
ra products include a broad range o! 
communications test and power meas: 
urement equipment, as well as custom 
test equipment and telemetry systems 

Ashby. Sierra’s new sales enginert. 
was formerly a partner in Ashby \> 
sociates, manufacturers represen 
tives in Dayton, Ohio. Prior to that 
he was a field engineer for Phil 


TechRep Division. 


80 YOUR JANUARY 15, 1960 TELEPHONE ENGINEER & MANAGEMENT 


| 








the 
ing 
of 
ar? 
fi 
lili 








Barnes Re-elected President, 
South Carolina Association 
FRANK S. BARNES, JR., Rock 
Hill, S. C., has been re-elected pres., 
South Carolina Independent Tel. 
Assoc. Other officers re-elected dur- 
ing the association’s “Silver Anni- 


versary Convention,” at the Clemson 


House, Clemson, S.C., are: S. S. 


Helmly, Moncks Corner, vice-pres.; R. 
Ik. Seymour, Greenwood, treas.; and 
B. B. Harder, Sumter, secy. 

Directors elected for three-year 
terms expiring in 1962 are: Charles 
Bell, Chester; E. W. Hart, Heming- 
way; C. B. Barksdale, Jr., Green- 
wood: and T. Carter Thomasson, Lan- 
caster. 

Speakers at the two-day meeting 
were: Association President Barnes: 
Ralph J. Foreman, Deputy Adminis- 
trator. REA, Washington, D. C.: 
USITA’s Past President Hugh A. 
Barnhart. Rochester, Ind.; M. R. 
Houston. personnel director, General 
lelephone Co. of the Southeast; and 
the Honorable Burnett R. Maybank, 
Lieutenant Governor of South Caro- 
lina. 

Crossarm Poster 

A TWO-COLOR poster illustrating 
the recommended method for stack- 
ing crossarms is now available free 
of charge from the West Coast Cross- 
arm Association, 332 South Michigan 
lvenue, Dept. TE&M, Chicago 4, 


[llinois. 


Leroy A. Guest Heads 

Oklahoma Tel. Assoc. 
| EROY A. GUEST, president of the 
4 Central Oklahoma Telephone Co.. 
Davenport, was named president of 
Oklahoma Telephone Association, 
ring the organization’s 24th annual 
nvention at the Skirvin Hotel, Okla- 
ma City. Other officers are: Har- 
! RK. Peterson, Roosevelt, first vice 
esident; Jack Holt, Stilwell. second 
e president; Sam C. Rich, Okla- 
ma City, treasurer; and Hugh D. 
aughn, Oklahoma City, secretary. 
Wirectors reelected for new three 
ir terms are: Jack Holt, Stilwell; 
rrold Peterson, Roosevelt; and 
iman Wood, Kingfisher. Other di- 
tors are as follows: R. E. Harris. 


rcell: D. R. Majors, Carmen; Pres- 









Reliable emergency power 
for new OCDM requirements... 


KOHLER | 
ELECTRIC PLANTS 





Kohler electric plants enable you to meet —fully, reliably, 
economically—the new OCDM directive covering civil 
defense radio equipment. The ruling requires installation 
of automatic emergency generators before radio equip- 
ment can be purchased with matching Federal funds. It 
applies to repeater stations and control positions as well 
as base stations. 

Kohler stand-by plants with automatic transfer switch 
are fully packaged for immediate, unattended take-over 
of emergency loads. Kohler electric plants are known 
throughout the world for rugged, dependable service. Sizes 
to 100 KW, gasoline and diesel. Write for folder J-11. 





MODEL 2.5R21, 2500 watts, 115 volt 


AC. Air-cooled, gasoline. Remote start. 


MODEL 5RM21, SK W, 115 volt AC. 


Air-cooled, gasoline. Remote start. 


KOHLER CO. Established 1873 KOHLER, WIS. 


KOHLER or KOHLER 


Enameled Iron and Vitreous China Plumbing Fixtures «+ All-brass Fittings 
<i [Ton dd (om od f-1 a) ¢- | ove) (-1o Ml oA a)=4 101-1 od 101-1 (0a Oxelal dae) E- 
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| f : U; listed 
ropane 
NTILATING HEATER 





PvE 


e ®@ Weighs only 62 pounds ® Safe fresh air blown into 
Fresh Air... heated @ 300 to 800 cfm fresh air manhole at all times. 
seks @ 10° to 96° temperature rise ®@ Eliminates manhole explosion 
fresh air in one @ Propane or Butane fuel and oxygen deficiency 
@ 10’ L.P.G. hose standard accidents. 


it! 
portable unit: Order through your favorite distributor. 
WRITE FOR ILLUSTRATED BROCHURE SHOWING ALL MoPeCo MODELS. 


" Write or MORRISON-PELSUE COMPANY 


: Call 2001 South Bannock Street + RAce 2-2834 + Denver 23 Colorado 


HOW TO SAVE MONEY 
IN BRUSH DISPOSAL 


4 
3 











Read how foresters, tree surgeons, high- 
way and park commissions, telephone, 
power and gas companies cut brush dis- 
posal costs up to 50% with a Fitchburg 


Chipper. Be Sure of 


See cut-away color drawings of the 
Fitchburg Chipper—the exclusive i 

Fitchburg spring-activated feed plate— Permanent Protection 
pictures of different models in action. 





NATCO CLAY CONDUIT provides 


FREE — Write f permanent, low cost protection for 
rite for your copy of Underground Telephone Cables. 


“Chip Dollars from Your Over- Available in a full line of shapes. 
head, Address Dept. TEM-61 


FITCHBURC FNCINEERING [:ORPORATION NATCO CORPORATION 


327 Fifth Ave., Pittsburgh 22, Pa. 


FITCHBURG, MASSACHUSETTS 








ident Guest; A. L. McFadden, Ring- 
wood: F. E. Messecar, Broken Arrow: 


W. E. Gosdin, Oklahoma City an 
Joe E. Trower, Mannford. 

Two hundred seventy five peopl 
attended the two day meeting, whic! 
featured a “Texas Telerama” pr 
duced under the direction of L. A 
Guest and addresses by: Joe E. Trow 
er, 1959 president of the Oklahom 
association; C. C. Pearce, Ricevill: 
[a., vice president of the United Stats 
Independent Telephone Associatior 
Max Genet, Jr., director, Oklahon 
Department of Commerce and Indu 
try; Gerald Paul, Stromberg-Carlso: 
Rochester, N. Y.. and Norman H. M 
Farlin, assistant REA administrato 
Washington, D. C. 


Florida Association Holds 
52nd Annual Convention 

[TH approximately 425 industry 

members attending the general 
sessions, the Florida Telephone Asso- 
ciation closed the 1959 convention 
season with a two-day meeting at the 
Hotel Robert Meyer, Jacksonville. 

General sessions of the Florida 
group’s 52nd annual convention wer 
addressed by: Fred S. McGehee. 1959 
Florida association president; Claude 
J. Yates, vice president and general 
manager, Southern Bell Telephone & 
Telegraph Co., Jacksonville; Clyde $ 
Bailey, USITA executive vice presi- 
dent, Washington, D. C.; D. E. | 
Master, marketing and sales manager, 
General Telephone Co. of Fla., Tam- 
pa; J. J. Daniel, chairman of the State 
Board of Control, Jacksonville: and 
General Maxwell C. Snyder, president, 
Jacksonville area Chamber of Com- 
merce. 

The Florida convention also  fea- 
tured two departmental conferences: 
Traffic, presided over by FE. D. Wilk- 
inson, division commercial-traf!i 
manager, Southeastern Telephone ‘ 
Tallahassee; and Commercial-Plant. 
presided over by Claude Ek. Lo 
general commercial manager, Floria 
Telephone Corp., Ocala. 

Traffic Conference speakers w: 

D. T. Shearer, Ft. Myers; R. O. | 
Jacksonville: Burton Brown. L: 
burg; and Edward J. Brackey. 

Jacksonville. 


Speakers at the Commercial-PI: 
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onference were: R. D. Eshbaugh, 
eesburg; N. M. Shenk, Tampa; and 
. P. Hulbert, Winter Park. 

At the opening session USITA’s 
xecutive Vice President Bailey em- 
hasized that under a system of priv- 

ate enterprise the telephone industry, 
independent as well as Bell, has been 
fostered “so that our country today 


is more telephones than all of the 
rest of the world put together. 
“Today in the United States,” he 
id, “there is one telephone for each 
three persons. This compares with one 
telephone for each 50 persons in the 
rest of the world. This phenomenal de- 
velopment has been made possible by 
the qualities of initiative and incen- 
tive that have been inspired by an 
atmosphere of freedom and free en- 
terprise in a nation of free men.” 
Pointing out that the Independent 
branch of the telephone industry now 
has upwards of ten and a half million 
telephones, plant investment of $3.5 
billion, 100,000 employes, and 250.- 
000 stockholders. Mr. Bailey stated. 
“Our 3,850 companies operate in 
10.765 cities and towns while our 
Bell System friends have to struggle 
along as well as they can with only 
bout half that number! 
“Our Independent manufacturers 
which provide the physical equip- 
ment for Independent telephone op- 
eration,” he said, “have worldwide 
reputations for the high quality of 
their products. Without these manu- 
facturers it is difficult to see how 
there could be an Independent tele- 
phone industry!” 


Reporting that the annual revenues 


of 95 Independent companies now ex- 
$1 million, Mr. Bailey said that 
more companies are graduating into 


the million dollar class every vear. 


lore stations are being added.” 


he id, “more plant is being con- 
structed. More money is being inves! 
ed ymmunication frontiers are be- 
ine pushed farther and farther back. 
le-nological advances are being 
m Conversions to dial are pro- 


«. New records are being estab- 

Of the 125 million telephones 

world, 54% are in these good 
| 1 States.” 

menting that “No one who is 


ent of our business can fail to 








(J CEECO LOADING COILS 


IN CUSTOM MADE LEAD OR STEEL CASES 
FOR USE ON LEAD OR PLASTIC CABLES 


TYPE 124 LEAD CASE FOR AERIAL MOUNTING 














TYPE 124 LEAD CASE 





STEEL CASE ASSEMBLIES 
@ ALL LEAD STUB ASSEMBLIES ARE PRESSURIZED 
@ ALL PLASTIC STUB ASSEMBLIES ARE HERMETICALLY SEALED 


TYPE 125 
Type 125 steel case as- UNDERGROUND 


sembly is equipped with Type 225 steel case 

brackets for pole mount- assemblies are 

ing. equipped with 
brackets for mount- 
ing in manholes. 
When specified, cases 
can be made for di- 
rect earth burial. 


Voice frequency coils, type 632(88MH) and 638(44MH) are pri- 
marily designed for use on two wire telephone cables. Types 
MF10, MF11, 641 and 642 coils are furnished for quadded inter- 
office and toll cables. Special coils can be made to meet other 
requirements. 


WRITE US FOR ASSISTANCE 
ON YOUR LOADING PROBLEMS 


CEECO LOADING COILS are sold by 
your Telephone Equipment Supplier 


COMMUNICATION EQUIPMENT & ENGINEERING COMPANY 


5646 West Race Avenue Chicago 44, Illinois 
Phone EStebrook 8-3109 
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be optimistic about the future of the 
telephone industry,” the USITA exe- 
cutive stated, “There will be many 
challenges, many openings for jobs, 
many opportunities for investment 
and for profit. and there will be op- 
portunities for service in the broadest 
sense. 


“T personally feel bullish about this 


Independent telephone industry of 
ours,” he said. “Although we have 
made. significant strides over the 
vears. there are many and I am 


among them who believe that the 
brightest era and largest opportunities 
lie ahead. There seems to be no let-up 
in demand for telephone service. The 
population of the country is now 177 
million. By 1980, just a little more 
than 20 years away. there will be 77 
million more. At the end of World 
War II in 1945 the Independent tele- 
phone companies of the country had 
about five million stations in service. 
Today they have more than twice that 
number. 

“Operating as our companies do in 
many of the suburban areas adjacent 
to large centers of population, Inde- 
pendent companies have been and will 
continue to be the beneficiaries of 
shifts in population away from the 
big cities. This is a trend that is cer- 
tain to continue as long as people have 
a desire to live where there are trees 
and fresh air and where there is an 
environment better adapted to a full 


and comfortable life. . . . 

Discussing “Community Living.” 
Southern Bell’s Vice President and 
General Manager Claude S. Yates told 
the Florida group. “If we are to re- 
tain our business climate in the years 
ahead, we must. as practical business 
people. give serious consideration to 
what we as individuals can do, what 
the entire organization of our re- 
spective companies can do and what 
our company as an organization can 
do to make our respective Communi- 
ties in our state a better place in which 
to live and do business.” 

“In the final analysis,” he said. “we 
as all other business people must de- 
pend upon the initiative of man mo- 
tivated and encouraged to our form 
of society by freedom of economic 
enterprise. Today, we know how to 


make more things for more people 


84 





and we have more ways to be of serv- 
ice to each other than ever before. 
There seems to be no limit to the pos- 
sibilities, and to the future, for us, 
provided we have the foresight and 
courage to keep our system of free 
enterprise in balance and on a realis- 
tic basis.” 

The marketing and sales manager 
of General Telephone of Florida, D. 
EF. LaMaster. told the Florida con- 
ventioners, “There are several market 
and product research experiments be- 
ing conducted which may give us new 
insights in what folks want in the way 
of telephone service.” ? 

“One.” he said, “is a study of the 
needs of the typical farm family: Free 
installations have been made on sev- 
eral hundred farms which include ex- 
tensions, intercom systems, loudspeak- 
ers in the barn area, ete. Careful re- 
cord of the use of each phone has 
been kept each month, and an analysis 
of these calls will indicate what kind 
of a telephone ‘package’ should be 
put together to serve the farmer and 
his family. These experiments have 
been going on for over a year, and it 
is interesting to know that when the 
telephone company went out to re- 
move all of this extra service. many 
farmers asked that most of it be left 
in on a permanent basis.” 

Reporting that another research 
project is being conducted on a home 
intercom set that will provide a means 
of communication between all areas 
of the home, plus the advantage of 
talking with a caller at the front or 
rear door from any telephone in the 
home, Mr. LaMaster stated that “Ex- 
periments of this kind will provide in- 
formation that will tell us what should 
go into the new ‘package.’ what its 
price should be. and probably what 
size market it will appeal to. 

“The main job ahead.” he said, “is 
to get geared up to anticipate, stimu- 
late and fully satisfy all of the com- 
munication needs of the markets 
available to us to an extent far be- 
yond what has been realized in the 
past....... 

New officers of the Florida asso- 


M. Men- 


ciation are: president, E. 


endez, Southeastern Telephone Co., 
Tallahassee; Ist vice president, John 
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IB. Renwick, General Telephone Co. ot 
Florida, Tampa; 2nd vice president, 
re Inter-County Tele- 
phone & Telegraph Co., Fort Myers: 
Josephine Pop 


Brannen. 


secretary-treasurer. 
pleton, General Telephone Co. o! 
Florida, Tampa. 

Members of the Executive Commit 
tee are: E. M. Menendez (chairman ) 
Carl D. Brorein, General Telephon: 
Co. of Florida, Tampa: Mitchell \ 
Drew, Quincy Telephone Co.. Quincy 
John P. Evans, Southern Bell Tel: 
phone & Telegraph Co., Jacksonvill 
J. K. Galloway, Winter Park Tel 
phone Co., Winter Park; J. N. Joh 
son, Inter-County Telephone & Tel 
eraph Co., Fort Myers: Fred 5. Mi 
Gehee, West Florida Telephone Co 
Marianna: Josephine Poppleton; Ma 
Wettstein, Florida Telephone Corp.. 
Ocala; ex officio, Hugh C. Macfar- 
lane, attorney. 

Directors are: H. A. Bishop, Starke 
Telephone Co., Starke; P. FE. Bran- 
nen; Carl D. Brorein and Carl |. 
Brorein, Jr., General Telephone Co. of 
Florida. Tampa; E. L. Cox, Gulf Tele- 
phone Co., Perry: M. N. Drew: John 
P. Evans; B. A. Galloway and J. k. 
Galloway, Winter Park Telephone 
Co.. Winter Park; J. N. Johnson: 
Ralph Maner (representing manufac- 
turers). L. M. Berry & Co., Tampa: 
Fred S. McGehee; E. M. Menendez: 
Josephine Poppleton; W. E. Quatile- 
baum, Jr.. Tri-County Telephone Co., 
Bonifay: John B. Renwick; J. L. 
Sharit, St. Joseph Telephone & Tele- 
eraph Co., Port St. Joe: R. W. Shrin- 
er, General Telephone Co. of Florida, 
Tampa: Max Wettstein: Otto Wett- 
stein. III], North Florida Telephone 
Oak: Wilkinson, 
Southeastern Telephone Co., Tallahas- 
see: C. J. Yates. Southern Bell Tele- 


phone & Telegraph Co., Jacksonvill: 


Co., Live Doug 


Antenna Field Service Bulletin 


A NEW 4-page bulletin describing 
field service facilities for the antenna 
industry has just been released from 
D. S. Kennedy & Co. The literature 
delineates the various types of fi 
engineering service available, suct 
site selection. construction, etc. 

For your copy of the bulletin wr te 
to D. S. Kennedy & Co., Dept. TES, 
Cohasset, Mass. 
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Robb Named President 
Of Superior Cable 

SUPERIOR Cable Corporation has 
innounced the election of James Re 


Robb as president of the company. He 


< 





JAMES L. ROBB 


succeeds R. Walker Geitner, who has 
hecome chairman of the board of di- 
rectors. 

Robb, an electrical engineer and 
eraduate of George Washington Uni- 
versity, has been with Superior Cable 
Corp. since its inception. He has serv- 
ed successively as assistant to the 
president, chief engineer, vice presi- 
dent, and executive vice president 
prior to assuming his new post. 

Long associated with the communt- 
cations industry, Robb worked with 
the Rural Electrification Administra- 
tion for five years, serving also as an 
outside plant engineer with New York 


elephone Company for eight years. 


Preformed Information Kit 





COMPLETE information is now 
tilable on the Preformed Plastic 
Spacer Units (PSU), a new product 
‘veloped by Preformed Line Prod- 
ts Company, to eliminate midspan 
ts on open line wire. 
[he literature is published in three 
ctions to be incorporated into the 
eformed Telephone Catalog of Line 
cessories or to be filed separately. 
(he three-piece PSU Information 
is available by writing to Pre- 
med Line Products Company, 
t. PSU #3, 5349 St. Clair Ave 
. Cleveland 3, Ohio. 


NGANIS 


_..a NEWLINE of fully © 
automatic silicon 


battery chargers 
DF ic 


NEWEST CIRCUITRY OF 
PROVEN DESIGN 


TRANSISTORIZED CONTROL 
PRECISION PERFORMANCE 

LONG UNATTENDED SERVICE 

100% SAFETY FACTOR 

ALL COMPONENTS EASY TO REACH 


COMPACT WALL OR RELAY 
RACK INSTALLATION 


FOR COMPLETE INFORMATION CONTACT 


YAN MANAGER M129C25 
WILLIAM BR » SALES oS AMPERES 


CUSTOM EQUIPMENT DIVISION “= 4T 1429 VOLTS 


ACME ELECTRIC CORPORATION « CUBA, NEW YORK 
PLANTS IN ® CUBA, N.Y. ® ALLEGANY, N. Y. AND HAWTHORNE, CALIF. 


. 





FLOOR-CON 


... outmodes all other methods 
of telephone installation 


Model No. 104 — shown with standard telephone 
equipment — accommodates up to 8 No. 44-A 
Western Electric connecting blocks (4 on each side). 
Model No. 102 takes up to 6 (3 on each side), or 
if desired, the back of the Floor-Con can be used 
for external ringers, buzzers, or auxiliary equipment. 
This allows the desks and furniture to be free from 
all telephone equipment. 










BEAUTY — clean lines and modern design 
UNIFORMITY — provides standardized connections 


throughout 
ECONOMY — phones can be completely installed prior to building occupancy 


The fabulous FLOOR-CON allows phones to be connected entirely 
independent of office furnishings. Furniture may be moved or re- 
placed without incurring expensive telephone changes. Gone are 
the clutter of equipment from desks and walls, and the needless 
marring of furniture. 

Approved and specified by telephone companies, FLOOR-CON is 
used exclusively in many large buildings in business, industry and 
government. Attaches to all types of underfloor ducts and floor 
boxes, or fastens directly to the floor. Comes in four plated finishes 
to match the decor of the office 


FLOOR-CON — simplifies telephone connection service. 





PAT. NO. 2854166 For catalog inforination and prices, write — 


LOOR CO | 759-761 NORTH SPRING STREET + LOS ANGELES 12, CALIF. 
mM AN 1 Telephone: MAdison 4-5400 
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| TELEPHONE MARKET PLACE | 





Largest Circulation Serving The Telephone Industry 





HELP WANTED 








AMBITIOUS MEN — Qualified as station 
installers, equipment installers, cable splic- 
ers, linemen. Work in midwest. Harris- 
McBurney Co., Inc., P. O. Box 267, Jack- 
son, Michigan. 


TELEPHONE ENGINEER — Must be an 
electrical engineering graduate with ex- 
perience in plant, traffic and commercial 
departments. This is an unusual oppor- 
tunity for an engineer with managerial 
and administrative ability to use and de- 
velop ali of his possibilities. Location — 
Southern Connecticut — at the headquar- 
ters of a nation-wide utility company. 
Reply sending a complete resume to Box 
90, c/o TE&M, 7720 Sheridan, Chicago, III 


CABLE SPLICERS. Station Installers, 
Equipment Installers, Linemen. Experi- 
enced men needed. Steady work, good pay. 
Henkels & McCoy, 1800 Johnson Street, 
Elkhart, Indiana, or 6100 N. 20th St., 
Philadelphia, Pa. 


EXPERIENCED C.O.E. INSTALLER: 
Dial and manual equipment. Must be 
familiar with different types of equip- 
ment, In your reply please state age, ex- 
perience, references, types of equipment 
worked on, salary and when available. All 
replies confidential. Write Box 89. c/o 
rE&M, 7720 Sheridan Rd., Chicago, Ill. 


REPAIRMAN to rebuild telephones and 
small switchboards. Steady, good working 
conditions. Middle aged man_ preferred. 
Telephone Repair & Supply Co., 1760 W. 
Lunt Avenue, Chicago 26, Illinois. 


WANTED: Experienced man holding class 
“B” license who can maintain microwave 
and do general telephone repair. Live and 
work in seacoast area of Southern Cali 
fornia. Excellent pay. Write to Box 3141, 
Beverly Hills, Calif. 


SCC eee 


TELECOMMUNICATIONS 
ENGINEER 


Major eastern railroad now actively engaged 
in every area of communications is seeking 
experienced communications engineer who de- 
sires: 


TELE 


in 


Practical application of his training 
and experience in an essential indus- 
try. 


with definite growth potential leading 
to management position. 


» Salary range $9000 year and benefits 


Candidate should have 3 to 5 years experience 
in communicatiens field. 


Send confidential resume to 


MR. R. R. HICKS 
Director of Personnel Services 
N. Y. CENTRAL SYSTEM 

New York 17, N. Y. 


STU T 


TET TTT 
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HELP WANTED 
MANAGER: REA Cooperative serving 700 
dial and 550 magneto stations. In process 
of expanding and converting all stations to 
dial. Administrative ability to achieve and 
maintain efficient Operations, technical, 
plant and commercial knowledge and ex- 
perience desired, Submit education, experi- 
ence, references and salary expected in let- 
ter of application. Closing date January 
15, 1960. Vernon Telephone Cooperative, 
Viroqua, Wisconsin. 

TELEPHONE ENGINEER — Must be an 
electrical engineering graduate with ex- 
perience in plant, traffic and commercial 
departments. This is an unusual oppor- 
tunity for an engineer with managerial 
and administrative ability to use and de- 
velop all of his possibilities. Location — 
Southern Connecticut — at the headquar- 
ters of a nation-wide utility company. Re- 
ply sending a complete resume to Box 
96, c/o Telephone Engineer & Manage- 
ment, 7720 Sheridan Rd., Chicago 26, Ill. 


FOR SALE 


MAGNETO TELEPHONES — Leich 901 
wall or desk magneto telephones. Cleaned, 
tested and guaranteed, $16.50 each. As re- 
moved from service $15.00 each. Turtle 
Lake Tel. Co., Turtle Lake, Wisc. 


STROMBERG-CARLSON Junior Multi- 
ple Common Battery Switchboard — M D 
F — Relays — Charger — 24 volt battery. 
Write for more information and price to: 
Farmers Independent Telephone Com- 
pany, Grantsburg, Wisconsin. 

THE EUREKA Telephone Co., Inc., Cory- 
don, Indiana has combined two exchange 
areas and will have available early in 1960 
(2) Kellogg Broadspan Relaymatic Switch 
boards for resale. Both boards were in 
stalled to REA specifications in November 
1954, equipped as follows: 40 lines equip- 
ped, 100 wired, 100°% lockout, conversa- 
tion timed, 7 links, 12 wired, 1 toll, 2 
EAS Trunks, batteries, sub-cycle, pole 
changer, charger, main frame. This equip- 
ment will be sacrificed to save storage. Call 
REdwood 8-2525, W. A. Parker, P. O. Box 
177, Corydon, Indiana. 2 DCRI-TA Elec 
tronic Secretaries less than 3 months old, 
perfect condition. The Eureka Telephone 
Company, Inc., Corydon, Indiana. 











ONE 1955 Willys 4-wheel drive truck 
Stahl ‘Telephone Body, front-mounted 
live boom and digger, 2 winches, 14-inch 
auger digs holes 6 ft. deep, and take-up 
reel operated from P.T.O. Price, $2,500. 
Will send picture and more information 
upon request. One Stromberg-Carlson 121 
cordless PBX — 3 trunk, 16 line (wired for 
5 trunks) replaced by larger PABX — in 
perfect condition. Price $500. One W.E. 
550B C. B. PBX 3 trunk-20 line-new jacks, 
cords and plugs. Good operating condi- 
tion, Price $75. Thorpe Telephone Com- 
panv, Thorpe. Wisconsin. 


SIX (6) toll ticketing sorting racks, smooth 
green finish, like new condition. Will sell 
all or part. Contact The Mansfield Tele- 
phone Company, Box 210, Mansfield, Ohio. 





WANTED TO BUY 








WANTED — All makes, old telephones. 
Qur truck will pick up and pay you 
cash on the spot. Telephone Co., Turtle 
Lake, Wisconsin. 





TELEPHONES — Any condition. Desk 
stands, wall sets, etc. Advise quantity 
available. Write Box 78, c/o TE&M. 





BELTS-CLIMBERS 











BELTS — CLIMBERS — Complete Line- 
men’s equipment, W. M. Bashlin Co., 
Bashlin Bldg., Grove City 1, Pa. 


~ BOOTHS | 











BOOTHS — Telephone — Outdoor — In 
door — Steel — Stainless Steel — Sherron 
Metallic Corp., 1201 Flushing Ave., Brook 
lyn 37, N. Y. 





CONSTRUCTION EQUIPMENT 


BORING MACHINES, EARTH — High 
way Trailer Co., Edgerton, Wisc. 

















HYDRAULIC CONTROL 


STERLING 


EARTH BORING MACHINES 
WYOMING VALLEY EQUIP. DIV. 


714 WYOMING AVE. KINGSTON, PA. 








CORDS 


CORDS, Switchboard (with or without 
plugs), Instrument (straight and retractile 
cords in eleven colors. — Commercial Cord 
Co.. Inc., 26 Main St., Clifton Springs 
NY. 








CORDS, Switchboard & Telephone 
Runzel Cord & Wire Co., 4727-31 Mont 
rose Ave., Chicago 41, Il. 


“as 














DECALS 


Made for trucks ond equipment | 
Small or large quantities 
Write for free catalog. 


MATHEWS COMPANY 


827 S. Harvey Oak Park, Ill 

















DIAL REBUILDING 
Telephone Repair & Supply Co. 


1760 W. Lunt Avenue, Chicago 26, Ill. 
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DIAL RECONDITIONING 





YOUR DIALS 





Reconditioned by Specialists 







Techniques Applied to All 
Makes and Types 


DIAL HAVEN INC. 


P. O. BOX 655, MONROE, N. Y. 
Code 914 STory 3-2221 






| 
| 
Exclusive Materials and 
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~ DIRECTORY SERVICES 








SOUT USTeeMU rea eN ene eNNNEEaTE TY 


il Telephone Directory Co., 1800 Oakton 
Street, Des Plaines, III. 


POLES 


POLES * CROSSARMS 
RAIL or TRUCK DELIVERY 


Pressure-treated to your specifications. 16 sales 
offices, 34 plants serving you. See Yellow Pages, 
write or call Pittsburgh EXpress 1-3300. 


KOPPERS COMPANY, INC. 


Wood Preserving Division 
777 Koppers Bldg., Pittsburgh 19, Pa. 
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POLES, Creosote & Creosote Penta-Treat- 
ed, Southern Yellow Pine — Piedmont 
Wood Preserving Co., P. O. Box 700, 
\ugusta, Georgia. 


vv ceUvesreenevannceeevereeyeenaernaen 





POLES, Southern Yellow Pine — ‘Texas 


Creosoting Co., Orange, Texas. | 
aa ee ee oe = 
POLES, Southern Yellow Pine — Taylor § 
Colquitt Company, 217 E. Main St.. Spar- = 
tanburgh, S. C, F 
= 


PROFESSIONAL SERVICES _ 


Communication Systems, Electric Transmis- 
sion and Distribution Systems 


ASSOCIATED ENGINEERS, INC. 


CONSULTING ENGINEERS 
1127 Alderson Ave. 
Billings, Montana 
TEL. 2-4113 


Ju UUSeUreaservoenaapasnanennen ey) (1400001 10101 





1 


aun 


MURPHY 
ENGINEERING LABORATORIES, Inc. 
Write For : 
) TULSA FREE ; 
JSTON 24, TEXAS Literature =: 





C. D. EHINGER, P. E. 


Consulting Engineer 
Telephone Utilities 


Mail Address: 


639 W. Madison 
Decatur, Indiana 


arent) 


AA DeLOMERURARPNE NGA 381042001618 
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Get It Done With A 
TELEPHONE ENGINEER & MANAGEMENT 
Classified Ad 


Here are three jobs you can do quickly and easily with classified ads in TELEPHONE 
ENGINEER & MANAGEMENT. With the largest circulation of any telephone magazine 
TE&M reaches the people who will be interested in your offer. 


Get The Man For The Job! 


Get the help you need with a low cost TELEPHONE ENGINEER & MANAGEMENT classi- 
fied ad. Here is a huge market in which you can hire executives, engineers, and 
skilled workers for every department. Place your ad today. 


Get Cash For Idle Equipment! 


Do you have equipment, tools, trucks, or machinery that is now idle? You can reach 
cash buyers for it quickly with a TELEPHONE ENGINEER & MANAGEMENT classified 
ad placed before thousands of telephone men. Place your ad today! 



























Get Cash For Your Business! 


If you have an exchange or any other kind of business to sell, advertise it in TELE- 
PHONE ENGINEER & MANAGEMENT. Your ad will reach more prospects than you 
can reach in any other telephone publication. Place your ad today. 


How To Place Your Ad 


Send your ad to “Telephone Market Place,” TELEPHONE ENGINEER & MANAGEMENT, 
7720 N. Sheridan Rd., Chicago 26, Ill. Or call ROgers Park, 4-3040, Chicago, Ill. 












Use This Space to Print or Type Your Classified Advertising Message 


CLASSIFIED RATES: 15¢ per word, minimum charge $2.00. Cash with order. Add 4 
words for box number. Closing deadline: Copy in written form in Chicago office no 
later than 15 days preceding publication date. 


DISPLAY CLASSIFIED RATES: Take card rate of $7.00 per column inch, and card dis- 
counts, size and frequency apply. 


1 am enclosing $ 


My Name . 
Company . 
GIRO rca oso ass canes seen en sarcncpeenar uate 


City asain iosnenaapetemoesiane BOGE. ....:.. State 


; The TELEPHONE MARKET PLACE 
Clip and mail TELEPHONE ENGINEER & MANAGEMENT 
this form to:— > 7720 N. Sheridan Road, Chicago 26, Ill. 


1-15-60 (TE&M) 
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_ PROFESSIONAL SERVICES | — PROFESSIONAL SERVICES 

















TUDOR AND YAGER 
INC. 


TELEPHONE CONSTRUCTION 
TIPTON, INDIANA 
Phone OSborne 5-2267 


CARL C. CRANE, INC. 


Consulting Engineers 


121 S. Pinckney, Madison 1, Wis. 
Telephone CEDAR 3-4210 











e UTILITY 
PROFESSIONAL ENGINEERING 


Daw ...°* 
CONSTRUCTION 

° . AND CONSTRUCTION SERVICES 
C (JV ra ited); C O Pal | Piant a Ba BR 


CENTRAL OFFICE INSTALLATION 
HENKELS & McCOY 


PHILADELPHIA 


installer Repairmen 


45 Worth Clark Street @ Sullivan, Missouri 


McGRATH 1806 Joh St. Elkhart, Ind. CO 4-1121 
' ohnson St. 4 5 noress 4- 
ee e INC. Atlanta, Ga. CE-7-4158 Ocala, Fie. MA-9-1284 
r Ashiand, Ohio ns, ich. 
ensetilitbitaed oan . Bloomington, tll. re “toga St. James, Minn. 492 
209 West 6th Street Lebanon, Ky. Wausau, Wis. .2-2356 


PERFORMANCE Has Built Our Business 


TOPEKA, KANSAS 
Telephone CEntral 2-2358 











INSPECTION SERVICE 
“AT TIMBER TREATING PLANTS” 
Of poles, crossarms, and preservative 


SLOAN, COOK & LOWE 


CONSULTING ENGINEERS 


SUITE 1344 120 South La Salle Street : ; 
treatments. Analysis of wood preservatives 
CHICAGO Consultation and specification writing. 
Appraisals—Original Cost Studies A. W. age en co., INC. 
a M 
Investigations New York . Louis Portland 


Inspectors stationed throughout the U.S.A. 


Depreciation, Financial, and Other 
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TELEPHONE PARTS 


1000 Western Electric #BIAL Ringers (Recond.) 

1000 Western Electric#101-A Induction Coils (New) 
1000 Western Electric #U-1 Receivers (New) 

400 Automatic Electric D-282996 Induction Coils (Recond. ) | 
400 Stromberg Carlson #210279 (#29) Transmitters 








| (New) | 
| 1000 Western Electric G-1 Handle Less all Parts (New) I 
400 Western Electric 5-HA Dials (Recond.) 
| 200 Western Electric #396-A Operators Sets | 


: complete with 716 Receiver Plug & Cord (New) | 


BUCKEYE TELEPHONE & SUPPLY CO. 


AAU ME TATED 


i 
1250 KINNEAR RD. 
HUDSON 8-0655 


EI 
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PROTECTIVE EQUIP. 


PROTECTIVE EQUIPMENT — Reliable 
Electric Company, 11333 Addison St., 


Franklin Park, Ill. 
ORIGINAL 
& GENUINE 


GALV; WELD | 
civice tdlis. Use iiuvic 


ALLOY 
tuouy 23 
gaivanized “field equipment with Galv-Welded 
joints for etc boxes, etc. Write for details. 
Free samp 


GALV- WELD PRODUCTS 


Dept. TEM, P. 0. Box 1303 
Bradenton, Florida 














TELEPHONE EQUIPMENT 


VEST POCKET NON-RESIDUAL 
CONTACT BURNISHER 







WITH 6 
— 
DES 
Handy, practical. Dielectric block plastic 
barrel and cap permits working safely on 
live’ contacts. 4%" long x %” diameter. 


No. CB-5—with 6—.007’ - 
thick blades .. $3.8 80 — 


No. CB-54—with 6—.004 
thick blades ........ $3.95 extra blades. 


rompt Shipment 
P. K. MEUSES, INC. 
511-21 N. Dwyer St., Arlington Heights, Ill 


Whether ANY Wench 
Line Fook or 
a complete 
Line Gody 








UTILITY TOOL A 
& BODY CO. 


CLINTONVILLE, WISCONSIN *-.) “+ 


“WANT TO SWAP?” _ 


14 NEW Kellogg 2 cond. #42 switchboard 
plugs. 48 new W.E. 3 cond. #310 switch 
board plugs. Will swap for station installa 
tion material, H. B. Fine, Mgr., Cleveland 
County Tel. Co., Box 296, Rison, Ark. 


LORAIN Model S Sub-Cycle. Input voltage 
115-output voltage 90-20 cycles. Also: type 


A Electrox rectifier AC input, 115 volts 60 
cycle-DC output volts, 4 amps. 0.5. Will 


trade for Addressograph. Roberts County 
Chic nag Co-op. Ass'n., George L. Kra¢ 
mer, - Mg oY, New Effington, South Dakota 


_ ~ WIRE — 











WIRE INSULATED — Dated drop wires 


and all types of telephone wires — Alpha 
duct Wire & Cable Company, New Bruns 
wick, New Jersey. 
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SUBSCRIPTION ORDER 
MAIL TO: — 


ENGINEERS 


New Facts about the 
Openings and Potential at— 


| / 4 \DVANCED 
| (COMMUNICATIONS | 
iE NGINEERING | 


TELEPHONE ENGINEERS: Immediate openings as field en- 


gineering supervisor for telephone outside plant and inside 
plant engineers. 10 years of broad industry background. 


TELEPHONE ENGINEER & 
MANAGEMENT, 


7720 N. Sheridan Road, 
Chicago 26, Illinois 


Please Enter My Subscription 
Starting With The Next Issue 


3 Years for $8.00* 


( )1 Prefer 2 yrs. for $6.50* 
( )1 Prefer 1 yr. for $4.00* 








( ) Remittance Enclosed 
( ) Please Send Me a Bill 


With some direct field experience desirable. 


To arrange for a Confidential 
interview, please send resume to: 


MR. H. J. RECKAS, Personnel Manager 


ADVANCED COMMUNICATIONS 


ENGINEERING 


A Division of Cook Electric 


6038 Twenty-Eighth Avenue, S.E., WASHINGTON 23, D. C. 


A RIVER TO CROSS? 


Submarine Cable — 25 pr #19 ga., double paper, 
lead covered, double wire armor, jute protected. 
800 ft per reel: price per reel $800. (18 reel only) 


Direct Burial, 26 pr #19 ga. PILC, double steel tape 
armor, jute. (1400 ft only) $400. M ft. 


Plastic Burial Cable 6 pr #16 ga. (stranded) with 
1 #12 ga. quad. shielded PVC ins. & jacket wire 
armor. (sample on request) 


Lead. 51 pr #19 ga. plus 4 Video pr. #16 ga. cop- 
per shielded) poly eth. ins. (1300 ft only) $750. per 
M ft. 


Special Purpose cable available for immediate de- 
livery at special low prices. Interior & exterior types. 
Lead, plastic and braid Switchboard cable available 
at special prices. 


Twisted Drop Wire #104, Copperweld 40% Neo- 
prene covered, $50. per M ft. 


Twisted Pair Drop #20, Copperweld 40% Neo- 
prene, $15.00 M ft. 


NAME: 

THEE: . 
COMPANY: 
STREET ADDRESS: 
CITY: 

ZONE: . STATE... 


*Prices apply to U. S. subscribers. 
1-15-60 
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QUADDED CABLE lead 


7 quad #19 ga. PILC (100,000 ft) 3-4 M ft. per reel, 
$200. per M ft. 


37 quad #19 ga. PILC 1050 ft, $650. per M ft. 
7 quad #19 ga. Plastic Superior, 5300 ft, $250. per 
M ft. 


11 pr #19 ga. PILC 4500 ft reels, 24,000 ft total, 
$200. per M ft. 


26 pr #19 ga. Neoprene 1400 ft (not coded), $250. 
per M ft. 


101 pr #22 ga. Plastic 1300 ft, $750. per M ft. 
303 pr #22 ga. Ankoseal 775 P, 2000 ft, $2. per 
foot. 


Flexible Neoprene cables for elevator and other mo- 
bile use from 5 pair to 40 pair (also unpaired multi- 
conductor). 


Drop Wire, Neoprene (reinforced) #18 ga. Copper- 
weld. Slightly used A-1 condition, in coils of approx. 
500 ft lengths, $10. per M ft. 


Satisfaction Guaranteed — we ship on 
approval — freight allowed on carloads 


The Telectric Co. 


218 VENICE BOULEVARD Telephone: Richmond 8-2249 LOS ANGELES 6, CALIF. 


(DDD 213) | 
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WIRE OR CABLE 
Terminal 


PEDESTALS 








Mie i oe sd nl 1 aee 
B 700 W Pedestal 
‘= me 






peer are ye ok Sees 
B 900 Pedestal 











Terminal 
Pedestal 


for 
OUTSIDE 
BURIED PLANT 


Made especially for con- 
struction where buried plant 
facilities are employed. Su- 
perior Pedestals are avail- 
able in three basic terminal 
pedestal designs. 


For a single buried wire or 
for a cable as large as 
400-pairs, Superior Pedes- 
tals provide a quick and 
simple method of installa- 
tion . . . puts your outside 
buried plant in service 
without delay! 


The pedestals, made of 
heavy steel, hot - dipped 
galvanized after fabrica- 
tion, are supplied complete 
with all mounting: hard- 
ware, terminal support 
brackets and grounding lug. 


For easy installation and 
positive all-weather protec- 
tion of outside buried 
plant terminals, order Su- 
perior terminal Pedestals. 


Write for 


) complete information 
t 
4481 Md 


oy -\:] 8 oe) tte): wale), | 


Hickory, North Carolina 
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B 800 Cable 


Ad Mats & Zines Available 
For Promotion of Pre-Wired 
Telephone Service 

SUTTLE Equipment Corp. has an- 
nounced availability of zinc engrav- 
ings and ad mats (65 line screen. 
black and white) of the ranch house 
and floor plan recently used to illus- 
trate the new Suttle brochure entitled: 
“Pre-Wired Telephone and Communi- 
cations Service.” 

Operating telephone companies can 
accomplish the pre-wiring specifica- 
tions of homes very readily with pro- 
motional materials of this type. It is 
suggested that the Independent oper- 
ating telephone companies, through 
local newspaper advertising and di- 
rect mail campaigns, could develop 
interest among architects, contractors, 
and builders (as well as homeown- 
ers) in their areas in the advantages 
to be derived from prewired home, 
office, industrial, and commercial tele- 
phone service because of increased 
sales promotion, original purchase, 
and resale values. 

These newspaper zinc engravings 
and ad mats are offered by Suttle to 


the Independent operating telephone 


companies at a modest cost. The illus- 





Floor plan showing location for tele- 


phone outlets. 








tration 
Home” 


floor plan showing locations for tele- 


of the “Telephone-Planned 
is six inches in width. Th 


phone outlets is 214” wide. Note th 
black circles showing extension loca 
tions for every room in the house 
These for thre: 


column or larger newspaper ads o 


sizes are suitable 
may be used for direct mail pieces 
Special arrangements may be mad 
with Suttle if different sizes, larg 
or smaller, are needed. 

For information on costs of thes: 
zinc engravings and ad mats illu: 
trated in smaller size above and bx 
low, write Suttle Equipment Corp 
135 South LaSalle Street, Dept 
TES&M., Chicago 3, Illinois. 


Rates aN 
Division K 


We STERN ur 5 
coRP. iN 


\ \ 
, 


A complete telephone directory 
publishing service 


OUR 12TH YEAR 


OFFICES: 


300 Montgomery Street, San Francisco 4, Calif 
2911 Bond Street, Everett, Washington 

121 S. W. First Street, Beaverton, Oregon 

63! Baniff Bldg., Exchange Pk. N., Dallas, Tex 
116 South Rusk Street, Kilgore, Texas 

130 East Lime Avenue, Monrovia, California 
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|Subassembly 
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News and views of Independent telephone people. 
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January, 1960 


Instrument promotion campaign productive; 
telephone assembly moves to new quarters 


\lanufacturing facilities for telephone 
nstruments and subassemblies have 
moved to one of the new buildings in 
the Rochester plant. The move comes 
extensive 


icht on the heels of an 


‘Give a Phone for Christmas” cam- 


paign; operating companies all over 
the country took part in the promo- 


tion. 
The relocation of these assembly 


will make more efficient 


units pro- 


duction possible and serve as a 


counterattack on rising costs in our 


nation’s economy. 


100% final inspection — _ visual, 
mechanical and electrical. Here Flor- 
lence Reggi performs tests on speed 
lond percent make. 


Subassembly operations feed main 


Celina Bleier assembles 
fatchet to pinion shaft. After seating 
\Port in press, both hands must be 
on release buttons below table to 
Operate. 


dial line. 


First to complete the movement 
was the section assembling dials. The 
other groups, including the instru- 
ment line which has been lengthened, 
were only a step behind. You'll be 
reading about them in coming T’rans- 
mitters. 

The assembly lines have been de- 
signed to handle the increasing de- 
mand for color telephones. Stromberg- 
Carlson makes phones available in 
ten decorator colors plus black and 
white. 

“Employee cooperation played a 


big part in completing the move with 
a minimum of down-time,” according 
to Bob Sparkes, manager, industrial 
engineering. Twenty-one maintenance 
were temporarily — trans- 
shift to make 


the move during non-productive time. 


personnel 
ferred to the second 
On moving day, production was at 
90° of capacity. 

Owen Howk, production foreman, 
and William Conley, Jr., manager of 
plant worked 


with Sparkes to see that everything 


maintenance, closely 


moved smoothly. 


Operating companies find that “extra” telephone is easier to sell today than formerly. Color 
is certainly one answer. This activity is reflected in new arrangement of telephone assembly 
department. First to have progressive assembly operation running in new location was dial 


line, supervised by Thelma Maine. 


te ret LILLIA, 








9 @ 





Upper row, I-r. Just a few years ago all the sub- 
scribers in Shepherdsville, Ky., were accommo- 


George Keefer of North Pittsburgh Telephone Co. 
believes in finding the right job for the individual, 
rather than making an individual fit the job... . 
“My Daddy makes the telephone ring” — a true 
statement as applied to Dennis Armstrong of 
Mammoth Cave Telephone Co. We enjoyed this 
informal call at our Park cabin . . . . At Ohio 
Telephone Service Company the product, natur- 
ally, is service. This photo in Sidney commercial 
office shows that extra service can be merchan- 
dised . “Men Working” sign has seldom 
spoken truer words than at Florence, Ky., where 
Cincinnati is knocking on the door asking to 
move in .... Operators, freed from the burden 
of routine traffic handled best by dial, are achiev- 
ing new highs in superior toll service. 
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STROMBERG-CARLSON 
TRANSMITTER 


Postman’s Koliday No.5 





Old cities don't die... . thewus: 


Where does Pittsburgh stop? Can a state boundary contain Cincin- 
nati? What is the direction of Louisville’s growth? Population explo- 
sion vaults Independents to new prominence. 


Possession is nine-tenths of the law. 
The most valuable possession for 
many Independents today is their area 
franchise, directly athwart the ex- 
pansion route as cities expand oul- 
ward. To the extent that a telephone 
company can and does provide the 
type of service which is expected. 
it’s like striking oil when digging a 
water hole in the back pasture. It 
makes a boy grow up into a man aw- 
fully fast! 

Decidedly full-grown, at this stage. 
is the North Pittsburgh Telephone 
Company at Gibsonia — only minutes 
by Freeway from the frontier fortress 
at the Forks of the Ohio. Some maps 
dont show Gibsonia not because 
of size, but proximity. Old Pittsburgh 
touches one edge, but the metropoli- 
tan area surrounds it. People don’t 
move to Gibsonia they select this 
section of Greater Pittsburgh for their 
home or their business. And, tele- 
phone-wise, any change at all must 


mM, fy 


be for the better. This is the resolve 
of George Keefer and the group that 
works with him to keep that promis 

Dial operation, latest tabulatins 
techniques, efficient commercial ser 
ice, are taken for granted by sub 
scribers moving in. Sometimes it- 
quite a mouthful, as when one 150) 
home development went from perm! 
to permanent occupants in a singl 
month, and what had been a_ rura 
drop-off point became the new “Presi 
dent” exchange. 

Vir. Keefer came to the company 1 
1952. That year billing was $372,000 
in 1958 it was 114 million dollars! | 
speaking of this growth he attribut 
success to the men to whom he ha 
delegated full operating authority. D« 
cisions are made in weekly staff mee! 
ines. with chairmanship rotated. 

Ohio would have 
wider than it is but for a delightf 
“intermission” at Kingswood in th 


Mansfield. gardens 


seemed eve 
Cool 


city of 


Advertiseme? 
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ae 


si spread out 


palatial homes for the enjoyment 
of the public. 

This refresher that 
helped shrink the miles to S¢. Paris 
Mrs. Walter 
Carlson manages the properties as- 
sembled as the West Ohio Telephone 
Company by her husband. Mr. Carl- 


stop Was a 


and Covington. Here 


son lived to see the modernization 
program two-thirds completed; now 
all major plans have been fulfilled. 

The three towns in the system are 
more typical of Independent opera- 
tion: growth without growing pains: 
stable economy built on agriculture 
hut seasoned with a dash of industry. 
Large enough to support a_ well- 
managed telephone company; small 
enough so that the whole community 
lakes the afternoon off once a week. 
And now that all exchanges are X} 
Dial. the telephone “family” takes its 
Thursday afternoon off. along with 
everybody else. 

Mrs. 


dered neighbor on two flanks the 


Carlson has a_broad-shoul- 
Ohio Telephone Service Company. 
Our trip included stops at both the 
Sidney and Greenville exchanges of 
this company. 

Sidney. like many other thriving 
communities. reached the efficiency 
limit of its relay-type dial system 
while it was still growing. The tele- 
phone company took steps to meet 
the situation before it got out of 
hand. Last July we saw the office in 
final stages of transition to XY Dial. 
Growth from here on will be wel- 
comed. [ 

At Greenville. two impressions were 
registered simultaneously: the sincere 
welcome and the outstanding plant. 
[his seems to be indigenous to the 

mpany and the corporation of 
hich it is a part. The late 56 conver- 
m of this exchange to XY Dial was 


ome back to Shepherdsville soon.” W. R. Bacon, manager; Mrs. 
con; Mrs. Simms; Gerold Simms, president; wave goodbye from 
. . Beauty once associated with royalty now 


steps of new office . . 


; 
% 
. 3 


Men like these, doing their job 
well, play a large part in the 
service aspects of telephone 
business. Don Hite and Arthur 
Clem of St. Paris, Ohio. 





H. F. Clapper, of Ohio Telephone 
Service Co., in Greenville division- 
al headquarters. 


well documented in an earlier “Trans- 
As Mr. H. F. 


sional commercial manager. gave us 


mitter.” Clapper, divi- 
the full tour. it seemed as if we were 
revisiting this exciting building. 

Mr. Clapper 
business 10 years 
1935; a few 


this company became associated with 


in the telephone 
came to Green- 
ville in months later. 
United Utilities. An immediate change 
became apparent in this new arrange- 
ment, and ever since, the telephone 
company has contributed _ positive 
leadership to the community. Recog- 
nizing that this busy city is also a 
beautiful city two of its chief in- 
dustries are located in parks the 
telephone building was designed to 
make this reputation even stronger. 

In sharp contrast was the approach 
to Cincinnati through Hamilton. but 
once in the Queen City on its seven 
hills you can breathe again. Relatives 


live here took the wayfarers in 


own communications. 





for public use: “Kingswood” at Mansfield, Ohio 
burgh Telephone Co. chooses 6K System for top efficiency in its 








































“Service will be available in your new devel- 


opment when requested signed, G. B. 
Foscue, Jr.” (of Florence, Ky.) . . . . Mrs. 
Walter Carlson explained that Covington 


(Ohio) is not usually this quiet, but Thursday 
is the town’s “afternoon off.” 





Crystal Lake in Mammoth Cave Natl. Park, Ky. 
Photo by W. Ray Scott 


North Pitts- 






Postman’s Holiday (Cont.) — Bear sang in Opera — 


Neighbors paid toll to talk. 


for a terrace cook-out and then sum- 
mer opera at the Zoo. Never before 
have I heard a beautiful soprano aria 
punctuated by barking seals, or the 
villain booed by live bears! 

People on the Northside spend half 
their lives commuting downtown; 
that’s why so many are moving across 
the Ohio to the Kentucky side. That’s 
the challenge thrown at Garland 
Foscue, Jr., of the Consolidated Tele- 
phone Company at Florence, Ky. 

Florence, until recently at least, was 
the nearest place to downtown Cin- 
cinnati where you could still find un- 
crowded living space. When Mr. 
Foscue came in 1948, a highway sign 
read “Population 740.” Then things 
began to happen. 

By 1954 it was plain that the little 
town was going to take some big 
steps forward. What does a telephone 
manager do? Mr. Foscue made three 
prudent decisions: select a system that 
could grow as his needs grew; order 
central office equipment conserva- 
tively so that working capital would 
be available for outside plant expan- 
sion; build a large exchange build- 
ing with ample space for growth. 
Under normal conditions this would 
have been perfect. Florence was not 
content to be normal — it jumped 
right out of its shoes. The 420-line 
main office expanded to 2200 lines in 
four years, and satellite exchanges 
have been created in four surround- 
ing towns. The Greater Cincinnati 
\irport and a new huge race track 
have added a different wrinkle to Mr. 
Foscue’s forehead. However, the prob- 
lems did not get him or his men 
down. As they look ahead, the 
wrinkles take the form of a smile 
bordering on a broad grin. 

The road to Louisville began to re- 
veal the Kentucky we had always 
wanted to visit. Much of it follows 
the Ohio River 
distance. Pleasure craft, more numer- 


beautiful from any 


ous because it was the Fourth of July, 
darted skillfully among the heavily 
ladened barges. White fences set off 
even the modest homes; horses out- 














numbered cows in the lush pasture- 
land. And each side road back from 
the river loses itself in beckoning 
mountains. 

We saw only the outskirts of Louis- 
ville —- enough to see that this city 
is pushing steadily southward — and 
that’s where we were headed, via the 
new Kentucky North-South Toll Road. 
Shepherdsville is only minutes by this 
spectacular highway. 

It was most appreciated that Mr. 
Gerold Simms, president, Mr. W. R. 
Bacon, manager, and their wives 
shared their holiday to make this 
part of the “Postman’s Holiday” pos- 
sible. The story here is a little dif- 
ferent in that population has yet to 
catch up with present office capacity. 
But it will. Once, people living on the 
east side of Shepherdsville had to 
make a toll call through Louisville to 
reach friends on the west side of town. 
Now all enjoy free service to the en- 
tire Louisville area a portent of 
the suburban classification which 
may soon be realized. 

Mrs. Simms’ father was lineman, 
operator, manager and owner of the 
two magneto companies serving this 
area until its recent incorporation as 
the Echo Telephone Company in 
1954. Mr. Bacon, with extensive ex- 
perience as a manager for Southern 
Continental and the South Central 
Cooperative, was brought in to man- 
age the system. Charles Powell is his 
combination man. 

With subscribers nearly doubled 
since conversion, and some light in- 
dustry moving their way, the future 
looks bright, even if not glittering 
gold. The Echo Telephone Company 
is content to leave the gold to the 
neighboring exchange on the west 
Ft. Knox! 

The toll road, laughing at moun- 
tains, continues south part way to 
Mammoth Cave. Back on regular 
highway again, we inched bumper 
to bumper with ample time to read 
the countless signs for the many com- 
peting “cave-ettes” that honeycomb 
the region. But Mammoth was our 
destination. It’s the biggest, offers the 
most for the least, and is serviced by 
an XY Dial exchange. This story — 
already well covered in these pages — 
will be approached from a new angle 
next month... how the War of 1812 
was won in this cave. 


This “addition” at Florence, Ky., being 
checked out by Dave Payne of Stromberg- 
Carlson, is a whole new exchange. 





















In land of “You gottéhow 


Madison, Mddoes 


In the early 1800's, when the United 
States was struggling to gain a foot- 
hold as a nation, James Madison di- 
rectly preceded James Monroe as 
President of our country. Now, in 
1960, Madison is once again showing 
the way to Monroe. 

The town of Madison, Missouri, has 
installed the first dial telephone sys- 
tem in Monroe County where it is 
located. 

Richard Sullins, owner and man- 
ager of the Madison Telephone Com- 
pany, is justly proud of his new XY 
equipment. He has served the people 
of Madison from his exchange for 
more than a quarter of a century; 
watched the number of subscribers 
rise from less than 300 when he 
bought the company to 615 at the 
time of conversion. 

Mayor makes call 

Attending the cutover and placing 
the first long distance dial call was 
Madison’s mayor Lennos_ Bryant. 
Mayor Bryant summed up the im- 
portance of the event like this: “We 
consider today’s cutover a big step 


in Madison’s progress.’ 


Advertisement 


Adu 











Upper left — Mayor Lennos Bryant places first 
long distance cail over dial facilities. 


Upper right — Leon McDowell, manager of 
the Laclede, Mo., exchange, was an interest- 
ed guest at cutover. 


Lower left — Mrs. Richard Sullins, wife of the 
Madison manager, seems pleased with cut- 
over results. 


Lower right — Manager Richard Sullins gives 
the equipment a last minute check. 





A. J. Leonard, Stromberg-Carlson installer 
foreman, was on hand to see that things 
went smoothly. 


show me. 
does just that 


Along with the cutover, Mr. Sullins 
introduced another _ profit-making 
service in Madison. The first phone 
booth in the town has been set up 
in front of the exchange. 

Fight ice problem 

Situated in northeast Missouri, 
Madison is part of a farming and 
livestock producing area. Because 
winters are tough in that region, all 
Madison Telephone rural lines have 
been buried to eliminate disruption 
by ice. However, strange as it may 
sound, poles are still used by Mr. 
Sullin’s company within the town 
limits, probably because this was rela- 
tively new construction and consid- 
ered adequate for the new service. 

Owner Sullins was not the only 
one with a long service record at the 
cutover celebration; Daisy Brown has 
served the Madison exchange as an 
operator for 48 years; Edmonia Mil- 
hollin has 21 years of service. 

Modern dial facilities and dedicated 
workers they add up to the very 
best in telephone service for Madison, 
Missouri. where “You gotta show me” 
is something in the past. 
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A pleasant voice on the telephone; a courteous 
letter neatly typed, with two mysterious initials 
in the left corner; construction materials ship- 
ped same day, best way. You've wondered who 
these people were — so we want you lo... . 


Meet the 


“Other Half” of 


Stromberg-Carlson’s 


Atlanta Branch 


You, the customers of the Southeast- 
ern States, know what these people 
are doing for you and your company. 
Some of you have taken time to say 
how much you appreciate these extras 

that make the difference between 
selling things and serving people. The 
men and girls, whose jobs keep them 
at desk or in stockroom, appreciate 
these compliments just as much as 
the better known representatives who 
call at your exchanges. 

When the Atlanta Branch moved 
to new and greatly enlarged quarters 
| years ago, Mr. Mollands knew that 
it would be able to provide the in- 
ventory and facilities for expediting 
an order that customers expect from 
their principal supplier. Experience 
since then has shown that even good 
service can be made better through 
study and teamwork. 

How much is moved in and out of 
this busy office? You could get some 
idea by talking to the express com- 
pany, the trucking firms, the parcel 
post carrier. Or better yet, come and 
see how it’s done. You’d enjoy that, 
and so would the “Other Half” of the 
Atlanta Office. 


Upstairs 


All around the house there’s just one purpose — service. Here you see most of the 
same girls as they might glance up to greet a visitor. In the well-stocked ware- 
house J. R. E’Dalgo checks an order put up by N. L. Nesby for same-day shipment. 





Georgia Peaches, Atlanta style. Front (L-R) 
Judy Duke, Jerri Garrison, Mary Jordan. 
Second Row Debbie Nash, Shirley 


Gattis, Ann Eidson. 
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Terry W. Ball 


As Office Manager, has 
administrative responsi- 
bility for internal opera- 
tion of Branch at peak 
efficiency. 


Frank Casper 


Frank and Allen handle 
orders for construction 
and supply items, wheth- 
er drawn from inventory 
or expedited as drop 
shipment. They also pro- 
cess orders for station 
equipment and _ in-stock 
systems from customers 
all over the Southland. 


Allen Hinesley 












































































Take a tour at the Monticello (Ind.) open house 


One of every five subscribers at 
United Telephone of Indiana’s Mon- 
ticello exchange attended the recent 
open house at the telephone office. In 
all, 600 interested guests got a first 
hand view of the new XY Dial equip- 
ment and had their questions an- 
swered. 

United employees served as guides 
at the two-day event. You can travel 
along on the tour through the pic- 
tures on this page. 

At left, a determined young visitor 
sets out to see ““what’s next.” Clarence 
Gay, Monticello carrier technician, is 
explaining to the rest of the group 
about the equipment associated with 
Monticello’s 300-foot microwave 
tower. 

Moving back for a broader view 
of the dial equipment, we see, at lower 
left, Leonard Chrisenberry, one of the 
Monticello wire chiefs, pointing out 
a test board detail. The camera holds 
temporary fascination for the little 
lady in the center as she “poses” for 
the shot. 

Operation of the toll board is 
pointed out, at lower right, by Agnes 
Larsen, assistant chief operator. As 
is the case in most locations, United 
expects traffic to increase with the 
new dial system installed. 

Below. several Monticello VIP’s 
listen intently as Russell Potts. United 
equipment man, explains workings of 
the XY system. Many city officials, 
businessmen and farm organization 
leaders were on hand to learn “what 
makes my telephone work.” 
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Boy Scout Week 


So much in common! 


50 years ago boy Scouting began in 
America. Founded on the idea of serv- 
ice to others. it grew strong on the 
principles “Be prepared:” “TIL do 
my best.” These same guideposts have 
charted the progress of telephone com- 
panies during the last half century. 
Telephone families have taken more 
than an average interest in Scouting. 


Feb. pm a There’s so much in common between 


STROMBERG-CARLSON 
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Be prepared — Good turns — Do my best 


volunteet 
dedicated — to 
training youth in the responsibilities 


a service business and a 


service organization 


and the fun of good citizenship. 
More 


women and boys 


than 33. million men, 
have been identi- 
fied with the Boy Scouts of America. 
But this 


eroup has made all America stronget 


the positive influence of 


and better. Give it continued support. 


Service up at Morenci where Michigan nudges Ohio 
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FROM town council room, mayor James Blan- 
chard makes first official dial call. Clerk Hazel 
Moore and Don Carlson, manager of the Mor- 


TO Kiwanis president Robert Winzeler. Mrs. 
Winzeler watches as Jeff, three-year-old son 
of the couple, gets into the act on his 






enci exchange, look on. The call was... 


“So close you can almost reach across 
and touch Ohio.” 

That about describes the location 
of Morenci, Michigan. It’s south of 
Lansing, south of Detroit, south of 
practically everything in the state. In 
fact, is almost south of Michigan! 

But despite the location of the town, 
there is nothing borderline about tele- 
phone service in Morenci. It’s just 
what Don Carlson and his family have 
worked to make it 
possible. Mr. Carlson is manager of 


the very best 


the Morenci Home Telephone Com- 
pany. 

The recent cutover to XY 
the company’s biggest single step in 
its Ol-year history. With it 
brand new plant, the first in Morenci 


Dial was 
came a 


in more than 40 years. 
898. the 


Home Telephone Company 


Morenci 
started 
with 50 phones and a manager’s sal- 


iry of $5 a week. In 1917, 


Founded in 


when the 


{dvertisement 


company had 800 subscribers, it was 
taken over by Mrs. Julia Carlson. She 
is president of this company and of 
the West Ohio Telephone Company 
of Covington. Ohio, where she resides. 
Under the leadership of Mrs. Carlson 
Don, the 
Morenci subscribers has jumped to 
1350. 

Don Carlson, registered as a pro- 


and her son. number of 


fessional electrical engineer, started 
to manage the Morenci exchange in 
1950. He has been active in the Michi- 
van Telephone Association and is a 
past president of that group. He has 
also taken part in Morenci civic af- 
fairs serving on the town council. 
Morenci plays a vital role in supply- 
ing parts for Michigan’s auto indus- 
try. Among other industries, a divi- 
sion of the Parker Rustproof Com- 
pany is located there. But farm and 
dairy products are also important to 
the economy of the community. Be- 


Left — Merlyn Spencer, Jr., plant superintend- 
ent, checks out the equipment. Right — Don 
Carlson, mgr. of the company, is master of the 


o On . ute 


own private line. 


cause of this, many of the telephone 
company’s subscribers are “rural.” 
The company has 85 miles of pole 
lines to serve these customers. In all 
a total of 1480 miles of wire is used 
in the exchange. 

However, wire is not the only thing 
the Morenci Home Telephone Com- 
pany has in large amounts. It has 
plenty of foresight, too. Already Don 
Carlson is looking to the future. As 
he puts it “We hope someday to have 
direct distance dialing for our sub- 
scribers.” 

Anyone who knows Don Carlson 
and his company will agree that it’s 
not just a hope 


its a promise. 
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‘ _. So you have to pay the consequences!” 


The well-known voice of Ralph Ed- 
wards sparkled forth from millions 
of radios throughout America. It was 
an April, 1950, broadcast and the 
“Truth or Consequences” show was 
originating from an unusual location 

a small town in southwest New 
Mexico. 

This last October, than 9 


years later, another voice was speak- 


more 


ing to signify a big event in this same 
town no longer small. A local 
insurance agent had just placed the 
first dial call ever made there. The 
town: Truth or Consequences, New 
Mexico. 

The show has been on and off the 
air for some time so you don’t hear 
“Truth or Conse- 


as much about 


Service is up. Watching the efficient ‘‘mechani- 
cal operators” do their job is Truth or Con- 
sequences mayor, Robbie J. Clark, flanked by 
Company officials. Ed Jennings, left, is vice- 
president of Western States Telephone Co., 
and Floyd Dvorak, 
the exchange. 


right, is manager of 























Butte reservoir - 
in the 
stocked Caballo Lake, the town is a 
refuge for 
cellent 
round golfing keep other sportsmen 


quences” as you used to. But the town 
- taking over that name as a worth- 
while publicity stunt in conjunction 
with the show’s 10th anniversary - 
has a rating that has climbed steadily. 
The cutover is just part of the evi- 
dence. However, it is particularly sat- 
isfying to long-standing residents of 
the town. They can remember the 
time when the town (it was called 
Hot Springs then) had only one 
phone. It was located at the hotel. 
When a call came in, an employee 
would grab his megaphone, race to 
the porch and start to page the per- 
son called —- at the top of his voice! 
Things have come a long way since 
then, in telephone service as well as 
in other civic activities. Truth or Con- 
sequences is a flourishing tourist re- 
sort area. It is a top choice as a place 
to retire. and. of course. the natural 
hot springs have drawn many who 
suffer from arthritis and similar af- 
flictions to enjoy the therapeutic bene- 
fits to be found here. It boasts one 


of the finest airports in New Mexico. 
two large medical facilities and a 
climate that is both invigorating and 


kind. 


Tucked snugly between Elephant 
one of the largest 
southwest — and the well 
frustrated fishermen. Ex- 


hunting grounds and _ year- 


coming. 


The Western States Telephone 


A symbol of progress. Business and 
central dial office building at Truth or 
Consequences is functional as well as 
attractive. More than 1200 subscribers 
are served from here. 


So much easier. Floyd Dvorak, 
center, and Ed Jennings, right, 
show interested guest how dial 
improves service and lessens 
operator burden. 


TRANSMITTER 





Food for thought. Al Jennings, presi- 
dent of Western States Telephone Co., 
addresses the group at cutover ban- 
quet at Truth or Consequences. 


Company started serving this multi- 
tude of visitors and the loyal locals, 
in 1945. Al Jennings, president of 
Western States. has watched the ex- 
change grow from 195 subscribers, 
when he first took ovér, to more than 
1200 at the time of dial conversion. 
His company, which serves parts of 
Arizona, New Mexico and 
knew the growth of Truth or Conse- 
quences warranted dial service. Now 
the town. has that service. 

Nobody’s surprised. It was the logi- 


Texas. 


cal consequence. 
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Righting a Wrong Number 
FE (and the Traffic folks) still don’t: recommend 
wrong numbers, but if you have to dial one, would 
that it be like the one reported by the editors of North- 
western Bell. 

A St. Paul, Minnesota, newspaper columnist phoned 
the Red Cross regional blood center only to hear a voice 
cheerfully declare, “Sanitary Farm Dairies.” 
and confident 


The stammering on one end 


on the other exchange that followed went thus: 
“But... I’m calling the Red Cross blood center.” 
“Their number is CApitol 4-4981 and our number is 
CApitol }-499].” 
“Thank you, Miss.” 
“You're welcome, Sir . . 
red blood. drink a glass of milk.” 


This seems to us to be near the ultimate in service 


And remember, for rich 


... turning a wrong number into a sales pitch. 


For Want Of A Shoe 
UR Arkansas correspondent tells us a writer in the 
Little Rock Gazette recently reported a friend who 
called him one day to point out that the city’s phone 
book had no blacksmiths listed in the Yellow Pages. 
The columnist checked and found “Birds retail,” 
and then where blacksmiths should have been was 
“Blankets - 
shoe our horses? he asked. Did either the newsman or 


his friend have a horse? No. They just wondered who'd 


electrical repairing.” Who’s going to 


shoe “em anyhow. 

But, the Yellow Pages let them down. They looked 
under shoes and found “Shoes dancing” and “Shoes 
orthopedic” but no “Shoes — horses.” Both agreed 
that this modern world is enough to worry a person, 
but neither one seems quite certain just how the whole 


thing got started. 


Parakeet Trouble 
RS. DAVELYN MORTON, service representative at 
Pittsburg, Tex., recently made a routine call to a 
customer to arrange a telephone number change and 
that’s where her trouble began. 

The customer explained she didn’t mind the change 
herself, but her eight-year-old parakeet “Tony” had 
memorized the number. It seems she’s taught Tony to 
repeat “Tony's telephone number is 3698,” as well as 
his name, address, and a couple of songs. 

Mrs. Morton used patient persuasion, and after much 
discussion, the subscriber decided Tony wouldn't mind 


the number change. 


“RU Calling B452?” 

HE REACTION of Willie Dean, operator at the 

Southwestern Bell’s PBX board in Houston, was 
quick when a caller asked for station 228B45. 

“I’m sorry.” she replied, “but we don’t have numbers 
like that.” 

The caller was positive, so together they figured it 
out. The person who took the message for the caller 
had jotted down his own brand of shorthand for “call 


station 228 before 5 o’clock.” 


“From Outer Space” 

N New York City telephone men are telling about the 

New Yorker who picked up her telephone and heard: 

“Space ship one, space ship one, come in space ship 
one. This is flotilla leader. | am now over Washington. 
Do you read me, space ship one?” 

“I read you, flotilla leader. We are now approaching 
New York. Five wave now in control of Sheridan 
Square.” 

The terrified woman called police. An investigation 
turned up that a pair of telephone installers had become 
hored with their routine testing procedures. 

The police reported the matter to the telephone com- 
pany, which issued this edict: “From now on stick to 
saying ‘one, two, three, four, testing.” If that gets bor- 


ing try “four, three, two, one, testing’. 


. 


“She loves me... She loves me not... She loves me!’ 
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Series HLE 


Revolving > 


Aerial F 
Ladders ; 


WITH ELECTRIC-POWERED a I 
HYDRAULIC ELEVATION § 





Safe, easy operation of the HLE Ladder inspires 
confidence . . . enabling the user to work comfortably 
and thereby complete more overhead jobs every day. 


Equally important, simplified design of the ladder 
reduces initial cost as well as installation and 
maintenance expense—to a minimum that fits any 
operating budget. 


Elevation, controlled from ladder base or working 
platform, is actuated by a hydraulic cylinder powered 
by an electric motor-driven pump. Motor is powered by 
the truck battery ... with no appreciable effect on 
battery life. Manual extension and rotation is fast and 
easy. From horizontal to nearly-vertical elevation, at 
any length and at any point in a 360-degree rotating 
arc, the ladder locks in position to which it is moved. 


Literature containing complete construction and 
operation details on 27’, 31’, 35’ and 40’ Series HLE 
Ladders is yours—with price information—for the asking. 


Another reason why 
UTILITIES EXPECT MORE FROM 











SERIES HL 


Fully-powered elevation, extension and 
rotation puts the Series HL Ladder in a class 
by itself when it comes to saving time on 
overhead jobs. Safe, efficient, durable... 

in heights of 27’, 31’, 35’ and 40’. Can be 
furnished on a body designed to fit your 
specific job needs. 






SERIES 5510 


The range and ease of 
operation of this manually- 
operated unit, coupled with 
its safety, durability and 
trouble-free.service, has 
made it a favorite with 

u ility users everywhere. 











For descriptive literature and prices write... 


Mc CABE -POWERS 
BODY COMPANY 


5900 NO. BROADWAY «+ ST. LOUIS 15, MO. 
625 Cepar St. ¢ BERKELEY 10, CALIF. 
1461 E. WASHINGTON BLvp. « Los ANGELES 21, CALIF, 
5525 S. E. 28TH Ave. ¢ PORTLAND 2, ORE. 







Available in ground-to- 

p :tform heights of 2314’, 

2 4’ and 3014’ for installa- 
t 
y 
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Let our “Revenue Men” 


Take a man like 


Orville Spradling... 


Orville is one of our Texas “Revenue 
Men.” 

A member of our Golden Directory 
Club for sales achievement, Orville is 
representative of the “Revenue Men” 
who help telephone companies in- 
crease their revenue from telephone 
directory sales. 

After serving with the Army Air Force 
in Europe during the war, he returned 
to Texas Technical College. Orville 
then became a salesman with the 
Lubbock, Texas, Yellow Pages sales 
unit in 1947. Six years later he was 
promoted to supervisor of the Lubbock 
sales unit. 

Orville lives in Lubbock with his wife 
and two sons. An active member in 
local civic and school activities, he is 
currently President of his church's 
Men’s Sunday School. 

Orville Spradling is another example 
of the “Revenue Men” who work for 
the General Telephone Directory 
Company — who work for you — who 
are an asset to any community in 
which they live. 


Our Directory “Revenue Men” provide the Inde- 
pendent Telephone Industry with a flexible and 
highly skilled telephone directory organization. 
These men—working out of 35 strategic locations 
—are experienced specialists, trained to give you 
complete and quality directory service. 


They act as telephone company representatives 
in their day-to-day contacts with your customers, 
not only selling and supervising the sale of Yellow 
Pages advertising—but also acting as public rela- 
tions representatives for you in their dealings 
with the public. 


Thoroughly trained to know any condition that 
pertains to telephone service, they’re experienced 
hands at helping large and small Independent 
Telephone Companies ‘‘take the kinks out of 
knotty directory problems!” 


Write or phone our office nearest you for our 
Complete Directory Service Plan. 


1800 Oakton Boulevard 
: Find It Fast 
Des Plaines, Ill. i 
n The 


VAnderbilt 4-2164 Yellow Pages 


DIVISION OFFICES: Bloomington, III. 

Columbia, Mo. « Durham, N.C. ¢ Erie, Pa. « Fort Wayne, Ind. 
Honolulu,H.1!. ¢ Lexington, Ky. * Long Beach, Calif. « Madison, Wis. 
Manila, P.|. * San Angelo, Tex. « San Francisco, Calif. * Spokane, Wash. 





